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NTEREST IN PROPOSAL 
FOR REMOVAL OF TAX 


Superintendent Baker of Kansas 
First Among Officials to 
Adopt View 


MUCH MOOTED QUESTION 


Premium Tax on Insurance Has Been 
Subject of Criticism as an Un- 
just Measure 


The proposal made by Superintendent 
Baker of the Kansas insurance depart- 


ment last week to abolish the premium | 


tax on insurance is of particular inter- 


est to both fire and life underwriters, as | 


this has long been a subject of discus- 
sion by these men at their own gather- 
ings. 


posals on the part of the insurance men | 
themselves, but Mr. Baker’s suggestion | 
is the first to come from a supervising | 


official. It is the first time that any of 
the state departments have given recog- 
nition to the burden placed on the insur- 
ance business and to the decrease in cost 
to the policyholder that would result in 
the removal of such a tax. 


Would Have Investigation 


Mr. Baker has no hope of his proposal 
going through the legislature at the 1925 
session, but he does hope for the au- 
thorization of a commission to study and 
revise the insurance laws and make some 
recommendation on the premium tax 
question. 


tax that is inordinately expensive to the 
public. He believes that the removal 
of this tax would permit a marked re- 
duction in insurance costs and, should 
this reduction be passed on to the pol- 
ityholders, such a move would be a 
benefit to the public. Mr. Baker esti- 
mates that Kansas policyholders would 
Save $1,500,000 a year as a result of such 
a change. 


Has Been Thoroughly Studied 


The question of insurance taxation has 
been the study of several national or- 
fanizations in the past, particularly the 
United States Chamber of Commerce. 
The insurance division of this organiza- 
tion gave much attention to the tax 
question during the past year and sub- 
mitted a detailed report at its annual 
meeting, which pointed out specifically 
the burden of state premium taxes. The 
report showed that the insurance busi- 


ness is subject to a multitude of taxes | 


metuding Property tax, federal income, 
re] income, corporation fees, capital 
i tax, registration tax, premium tax, 
scense tax, tax for compiling annual 
Statements, publication fees, examina- 
tion fees, fire marshal tax, fire depart- 
ment and relief fund tax, agents and 


’ . ° 
tokers’ license fees, retaliatory taxes | 


taxes of various 
The result, as reported by the 


and miscellaneous 
kinds, 
United 
8 a tax 


dividends paid to stockholders by fire 


There have been many such pro- | 


} He is convinced that the tax | 
on insurance premiums is an indirect | 


States Chamber of Commerce, | 
burden of 106 percent of the | 


_EXTEND NON- MEDICAL 


TRAVELERS ANNOUNCES PLAN 


| Will Issue Up to $10,000 Without 
Examination, Under Salary Allot- 
ment Groups 


| HARTFORD, CONN., Jan. 6.—An- 
| other important step in the development 
of non-medical business in this country, 
following closely on the announcement 
| by three companies in the latter part of 
December that they would issue non- 


tions, the Travelers has announced that 
it will issue its salary allotment policies, 
where permitted by law, to a limit of 
| $10,000 without medical 
| This is the third important development 
in the salary allotment business that the 
Travelers has made. It was among the 
first to adopt the form and then was the 
first to reduce the cost by authorizing 
monthly allotment of one-twelfth the an- 
nual premium. The new liberalization 
will add greatly to the value of the sys- 
| tem. 


Offer Up to $10,000 
Excepting states where there is a sta- 


amination, the company will accept ap- 
plications not in excess of $10,000 from 
| applicants between 16 and 50 inclusive 
without medical examination, except 
when called for by the home office for 
| an individual risk. The minimum list 
for the use of this special application in 
opening a salary allotment case will be 
ten lives with a total insurance for 
| $30,000. The states which by statutory 
provision require medical examination, 
| are Arizona, Georgia, Idaho, Indiana, 
Iowa, Massachusetts, Mississippi, Ne- 
braska, North Carolina, Oklahoma and 
Washington. In these states a com- 
bined application and short examination 
will be considered up to $10,000 for ap- 
plicants between 16 and 50. Also the 
Travelers will continue the limit in 
salary allotment groups of five lives with 
a total insurance of $20,000 when med- 
ica] examinations are put through in the 
regular order. 

The Travelers believe that the use of 
this plan, with the regulations adopted, 
will place upon the managers the re- 
sponsibility of selecting the type of risks 
which should be presented for salary 
allotments. It is pointed out in this con- 
nection that the big field for salary allot- 
ment insurance is among the high grade 
commercial establishments, where the 
prospect can carry $10,000 to $50,000 or 
more of insurance. 








companies and 114 percent by casualty 
| companies. 

The committee which presented this 
| report made particular reference to the 
| premium tax as the most unjust special 
| tax. In some states this is based on 
gross premiums and in others on gross, 
less return and reinsurance premiums. 
| Other states have still different methods 
| of determining the basis of premium tax- 
ation. The committee reported that to 
be comparable, the tax on industrial 
plants or mercantile establishments 
should be on gross sales. The premium 


| pany is operating at a profit. Therefore, 


| WILSON WITH CENTRAL | EARLY FIGURES OF 


medical business with certain qualifica- | 


HEADS AGENCY DEPARTMENT 
Recently Resigned as Vice-President of 
the Northwestern National—J. D. 
Scott Made Supervisor 


The Central Life of Chicago an- 
nounces that W. Rolla Wilson, formerly 


superintendent of agents of the North- | 


western National Life of Minneapolis, 
has been appointed agency director. Mr. 
Wilson 
manager of the Northwestern National 
for nine years. He recently resigned. 
At the forthcoming meeting of the di- 


was vice-president and agency | 


|rectors of the Central Life he will be | 


examination. | 


tutory provision requiring medical ex- | 


| 


| son, 


tax must be paid whether or not a com- | 


| 


elected a vice-president of that company 
and will be in charge of the agency 
department. It was announced that Mr. 
Wilson had gone to Houston, Tex., to 
take charge of the life insurance depart- 
ment of Cravens, Dargan & Co. of that 
city, who are state managers of the 
Northwestern National. 


Mr. Wilson did | 


consider this proposition very seriously | 


but company work appealed to him more | 


strongly. 
John D. Scott Promoted 


John D. Scott, who has been agency 


manager for three years, doing general | 


utility work in the field, has been 
appointed agency supervisor of the Cen- 


tral Life, with headquarters at the head | 


office. Dr. W. F. Weese, vice-president, 
who has been in charge of the agency 
department, will retire from that work, 
but will devote his time to general home 
office duties along underwriting lines, 
advertising, agency literature and helps. 

Mr. Wilson is regarded as one of the 
foremost agency leaders in the west. He 
is a graduate of Princeton University, a 
man who stands well with agents, and 
who has a very pleasing personality. 


Mr. Scott was with the government for | 


five years. His father, T. K. Scott, was 
formerly general agent of the Central 
Life at Bloomington. Mr. Scott and his 
under the firm name of Scott & 
Son, were at one time Cook county 
managers of the Illinois Life. 
Scott is a young man of forceful per- 
sonality, who has come up from 


ranks. 


Put on More Steam 


THE LIFE COMPANIES 


Advance Statements Show That a 
Good Record Was Maintained 
Last Year 


FINE GAINS WERE MADE 


Low Mortality Rate Was One of the 
Features of the Operations 
During 1924 





For the sixth consecutive year the 
Bankers’ Life of Iowa has recorded a 
substantial increase in new examined 
business over that of the preceding year. 
The figure for 1924 was $150,000,000, or 
an increase of more than $15,000,000 
over the 1923 total. 

The company’s production for 1924 
establishes the 12 months just ended 
as the most successful and prosperous 
in its history and swells the total in- 
surance in force on the last day of the 
year to the impressive $766,000,000. 

Gain in Assets 
Admitted assets of the Bankers Life 


also gained materially. The total at the 
end of the year was $71,500,000, as com- 


| pared to $63,955,277.73 for Dec. 31, 1923, 


or an increase of more than $7,500,000. 

The company has experienced an un- 
usually low mortality rate during the 
year, which accounts for the fact that 
death losses paid were not greatly in 
excess of those paid in 1923, although 
the new business was considerably in 
excess of that of 1923. Death losses 
paid out last year amounted to about 
$8,000,000. The total death losses paid 


| to beneficiaries since the organization of 


John D. | 


the company has reached the hundred 
million dollar mark, 

Policyholders in the Bankers Life 
were returned dividends totaling $2,400,- 


| 000 during the past year, a substantial 


the 


gain over the amount paid out in 1923, 


| which was $1,665,944. 


The agency work of the Central Life | 


will be more intensively promoted under 
Mr. Wilson’s guidance. It is the plan of 
the company to put on more steam, to 
make itself a greater factor and to have 
$100,000,000 in force at the end of the 
next five years. 

The Central Life is one of the well 
managed companies in the west. 
the presidency of Judge H. W. Johnson, 
it has moved along a permanent, consist- 
ent way, gaining many friends wherever 
it operated. 








it is often levied on losses and indebted- 
ness. The estimated total of fire insur- 
ance premium in 1922 was $1,000,000,000, 
for life insurance $1,600,000, for casualty 
insurance $500,000,000. On these premi- 
ums, the tax total was. $44,042,215. The 
state not only imposes these taxes on 
policyholders, but also makes them pay 
the collection expense. 

In this same report, it was pointed out 

(CONTINUED ON PAGE 10) 


Under | 


The Gem City Life of Dayton, O., 
will show an increase of more than 58 
percent in insurance in force. Its gross 
assets are now about $1,000,000. It is 
arranging for its agency meeting to be 
held the latter part of January. 

Travelers 


The Travelers last year celebrated its 
60th anniversary year. It made remark- 
able progress. Its new life insurance 
paid for amounted to $737,700,000; gain 
$46,800,000 life insurance in force, $2,- 
814,000,000; gain $375,000,000; life insur- 
ance premiums, $63,800,000, gain $8,900,- 
000; accident and health premiums $12,- 
500,000, gain $850,000. Its total pre- 
mium income was $120,100,000; gain, 
$15,800,000: total income, $136,600,000; 
gain $18,800,000. 

Peoria Life 


The Peoria Life reports that it had a 
very prosperous year in 1924, The busi- 
ness was far beyond its quota and be- 
yond its expectations. At the beginning 
of the year it had set as a goal $100,- 

(CONTINUED ON PAGE 15) 
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GOOD ‘SELLING "SESSION || 


——_——— 


MUTUAL LIFE’S CONVENTION 


Agents in Kansas City Territory Put 
on Program of Especial Merit at 
Annual Meeting 


KANSAS CITY, MO., Jan. 7.—At 
the annual agency convention of the 
Kansas City branch of the Mutual Life 
of New York, several district managers 
or larger producers told of their sales 
methods, C. Victor Ford of Maryville 
talking on “Ordinary Life Insurance,” 
A. R. Coburn, who happens to be mayor 
of Chillicothe, Mo., on 20-pay life, and 
L. O. Weakley of St. Joseph on 20-year 
endowment. Mrs. R. G. Norris of 
Kansas City outlined the sort of serv- 
ice she gave ot policyholders whereby 
her volume was maintained, and Dr. J. 
Ransom Hamill went into detail on life 
insurance as a means of meeting taxa- 
tion problems. 


Series of Demonstrations 


A series of demonstrations was ar- |, 
ranged and given by the agents. In 
the first, John S. Cave of Kansas City 
represented a prosperous business man 
who didn’t want any life insurance, who 
didn’t know the soliciting agent and who 





had friends of his own in the life in- 
surance business, anywav J. L. Kleiss, 
district manager at Coffeyville, Kans., 


sold Mr. Cave a policy by hammering 
home convincingly the value of what he 

was offering in Mutual Life protection. 
L. J. Parker, recently named district 
manager at Wichita, played the part of 
a prosperous citizen who thinks his paid- 
up $7.000 policy is ample. A. L. Hor- 
ton, district manager at Topeka, Kans., 
convinced him he should have $25,000, 
and worked out a plan whereby he used 
his value in the $7,000 policy to ease 
the payment of premiums on the larger 
amount. The $7,000 paid-up was as- 
sumed to be in the company represented 
by Mr. Horton. 

C. I. Peabody of Kansas City was 
a corporation manager ovposed on ptin- 
ciple to life insurance, disliking life in- 
surance salesmen, considering his estate 
ample for his family. Wm. Lehman 
sold him the idea of corporation insur- 
ance to guarantee the continuance of 
his business, getting past the prospect’s 
guard by showing that the other execu- 
tives of the company were the ones who 
should be considered and consulted. 

W. H. Cochrane, district manager at 
Salina, Kans., was a small-town mer- 
chant who just happened to have $5,000 
life insurance, but knew nothing of the 
real service of insurance; Vincent H. 
Miller, district manager at Kansas City, 
Kans.. by means of a demonstrating 
portfolio which he himself had de- 
veloned, made the prospect realize the 
need of ampler protection for his family, 
selling him $10,000 additional, plainly 
set up as merely one more unit towards 
ultimate fuller protection. 

A loving cup was presented to W. H. 
Cochrane of Salina, in token of his lead- 
ership of the agency organization during 
the past vear. he agency produced 
about $6,500,000 in 1924. Its quota for 
1925 is .£10,000,000, which was accepted 
with enthusiasm. 


Ohio State’s Good Year 


With expectations of being in its own 
new office building within the present 
year, the Ohio State Life has made 
preparations for one of the greatest 
years in its history, according to Presi- 
dent John M. Sarver. The company 
recorded in 1924 its best business since 
its organization with a surplus to policy- 
holders amounting to more than $1,000,- 
000. The production of new business 
was about 40 percent ahead of that of 
the previous year. While the company 
entered Pennsylvania, Texas and Cali- 
fornia in 1924, the great volume of pro- 
duction came, Mr. Sarver said, from the 
six states in which it already had been 
operating. 








fi FIGURES ON 1924 BUSINESS SHOW | 
| SUBSTANTIAL GAIN OVER LAST YEAR | 





quiry sent to all American and 
Canadian life companies by THE 
NATIONAL UNDERWRITER regarding 1924 


A DDITIONAL returns from the in- 


Business 1924 


American Life Reinsurance 
American Natl. Assur. Co., Mo........... 
American National, Tex 
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Life, 
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Beneficial Life, U 
i ee Settee) seeks EAN O 6 bee eee ss 
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Chicago National Life 
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Federal Union Life, Ohio................ 
Fidelity Mutual Life, Pa..........cceee. 
rs inde ae ween ne} e's O68 n 


George Washington Life, W. Va......... 
Great Republic Life, Cal................. 
Great West Life, Canada................ 
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John Hancock Mutual, Ord.............. 
John Hancock Mutual, Ind............... 
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Manufacturers Life, Canada............. 
Massachusetts Mutual Life.............. 
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North American Life, Canada............ 
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Philadelphia Life 
Postal Life, N. Y 
Reliance Life, Pa 
Savings Bank, Mass. 
Scranton Life, 
Security Life & Trust, N. C.............. 





Security Mutual Life, Neb............... 
Ee ee 
Southern States Life, Ga...............+. 
Bouthweeterm Life, Tek. ...cccccscccccecs 
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Victory Life 
West Coast 


business show gains very generally re- 
ported at about 10 percent over the 
1923 new business. These additional 
preliminary reports are as follows: 

New Paid New Paid Increase in 
Business 1923 Ins. in Force 


$ 19,223,086 $ 18,452,340 $ 8,027,488 


—— 


MOVE. NOW 


WON’T PUSH INSURANCE PLAN 
Unlikely That Any Companies Will 
Launched This Year, Labor Feder- 
ation Officials Say 


NO UNION 


WASHINGTON, 
not likely that any 


Sas ee Te 


insurance com. 


is 


| pany will be organized by labor unions 


within the next year, at least, it is de. 
clared by officials of the American Fed. 
eration of Labor, who point out that the 


only action taken at the El Paso con. 
| vention was to lay the possibilities of 
| union insurance before the delegates 
and recommend that the question lx 
given serious consideration. 

In bringing this subject up, it is de. 
clared, the Federation merely pointed 


| or its organization by 
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CENTRAL LIFE OF CHICAGO HAS 
TWO NEW AGENCY LEADERS 














W. ROLLA WILSON 
Viee President 


JOHN D. SCOTT 
Agency Supervisor 





out that there might be a field to be 
served by unions of individuals in this 
way. and that the organization itseli 
would neither create such a compam 
por take an active part in its operation 
While the Federation is determined t 
keep out of the insurance business, it 
is asserted that there nothing t 
prevent any one or more of the national 
unions from forming such a company 
individual union 
members, with or without the expressed 
apnroval of their organizations. 

However, it is said, it not likely 
that any insurance company would be 
organized without the approval of the 
Federation, which would exercise great 
influence over members who might be- 
come policyholders and who might ab- 
stain from such action unless the main 
organization had said it was all right 
It is not probable, therefore, that any- 
thing will be done other than to dis- 
cuss the matter in union locals, before 
the annual meeting in 1925. 


WISCONSIN PUTS 


MADISON. WIS., Jan. 7.—Wiscon- 
sin is being boosted for the home o 
the insurance system to be instituted 
by the American Federation of Labor 
“Gov. Blaine has sent letters to al 
congressmen, Mayor Daniel Hoan oi 
Milwaukee and to the railroad brother 
hoods and Senator Robert M. LaFol- 
lette urging support of the move to 
bring the insurance department of the 
labor federation to the Badger state 
His letter says: 

“TI am forcibly impressed with the 
idea that Wisconsin is the logical place 
for the unions to launch this new ané 
important undertaking, The insurance 
laws of this state are fundamentally 
sound, providing just and adequate 
supervision without being unduly 0» 
pressive or unduly interfering with 
proper growth and development along 
sonnd lines. 

“T deem it mv duty and privilege ™ 
behalf of the citizens of this state to 
extend a cordial invitation to the labor 
mnions to carefully consider this prob- 
lem and to assure them of a hearty wet 
come if they decide to accept the inv: 
tation, and I feel certain that others 
will join with me in this invitation. 


is 


is 


IN BID 


Life Company’s Group Policy 


Announcement is made that beginning 
the first of the year employes of the 
United Life & Accident of Concord, N 
H., will be protected by a group insur 
ance policy. Each employe receives 4 
life insurance policy for $1,000 which 
embodies double and triple indemnitf 


features. The cost is borne jointly by 
the company and the employes, ¢a© 
paying half the premiums. 
Six Educational Policies 
Arnold G. Mesler, an agent of_the 


Equitable Life of New York in Buffalo, 
has written six educational policies 0 
the life of George L. Agle of that city 
in order to give Mr. Agle’s six childres 
a college education. The policies tot# 
$30,000, there being $5,000 for each chilé 





January 


NEBR 


LINC 
coln life 
about 1: 
than in 
months 
cause 0 
the farn 
in Augu 
gan to | 
that bus 
toward 
dropped 

All o 
agency 
increase 
ing yea 
accumul 
have m 
There a 
farmer 
liberally 
will inflt 
Bank Ic 
new lin 
reserves 
ing out. 

M 


The « 
panies | 
ratio ha 
been a 
siderabl 
take ad 
option, ° 
ber has 
insuranc 
for this, 
the fina: 
section | 
the othe 
persons 
exists fc 
the futu 
they ar 
“mother 
thing t 
the cas! 
insured 
sity of | 


Indiv 


Secret 
Bankers 
final fig 
several 
writing | 
better t 
500,000 
had a lo 
ting bac 
ber of 
Dorted. 
ber of ¢ 
ferred ¢ 
returns | 
holders 
Some, o 


The h 
ness of | 
with its 
force. 
business 
Insurance 
the vear 
had a \ 
made a 
the yea 
caused 














> com- 
unions 
is de. 
n Fed. 
hat the 
O Con. 
ties of 
legates 
ion be 


is de- 
ointed 
to be 
in this 
itself 
mpany 
ration 
ned to 
ess, it 
ng to 
ational 
m pany 
union 
ressed 


likely 
ald be 
of the 
great 
ht be- 
ht ab- 
main 
right 
t any- 
oO dis- 
before 


ining 
r the 
d, N. 
nsur- 
ves a 
vhich 
nnit? 
y by 
each 











January 9, 1925 


LIFE INSURANCE EDITION 








NEBRASKA COMPANIES 
SHOW GAIN FOR YEAR 


More Business Written in 1924 
Despite Financial Tension in 
Farming Districts 


GAIN 15 PER CENT 


CALL 


That Is Average for Lincoln Companies 
—All Optimistic Regarding Out- 
look for 1925 


LINCOLN, NEB., Jan. 6.—The Lin- 
coln life companies, as a whole, wrote 
about 15 per cent more business in 1924 
than in 1923.. The first seven or eight 
months of the year was uphill work be- 
cause of the fact that it was not until 
the farmer began to market his wheat 
in August that the financial tension be- 
gan to lessen. For a few months after 
that business was better than usual, but 


toward the end of the year things 
dropped a bit. 
All of the company executives and 


agency heads look forward to a largely 
increased volume of business the com- 
ing year. The crop money has been 
accumulating in the banks until they 
have more than they can safely loan. 
There are signs on every hand that the 
farmer is starting in to buy more 
liberally than for thre years, and this 
will influence all of the avenues of trade. 
Bank loans are slowly increasing, and 
new lines that will put the accumulated 
reserves into business channels are open- 
ing out. 


Many Surrendered Polidies 


The experience of most of the com- 
panies has been that while the lapse 
ratio has dropped still further, there has 
been a tendency on the part of a con- 
siderable number of policyholders to 
take advantage of their cash surrender 
option, while another considerable num- 
ber has cancelled loans by surrendering 
insurance. Two reasons are assigned 
for this, one is that it is the result of 
the financial pinch that was felt in this 
section the greater part of the year, and 
the other than an increasing number of 
persons are finding that no necessity 
exists for carrying insurance to protect 
the future of children, now grown, and 
they are taking the money so that 
“mother and I can have a little some- 
thing to spend.” Others included in 
the cash surrender column are over- 
insured men who have felt the neces- 
sity of cutting down expenses. 


Individual Companies’ Experienue 


Secretary M. L. Blackburn of the 
Bankers Life of Nebraska said that 
final figures would not be available for 
several weeks, but that the company’s 
writing of new business would be a little 
better than 1923, when more than 10,- 
500.000 was written. The company has 
had a low death rate, lapsations are get- 
ting back towards normal, but a num- 
ber of cash surrenders have been re- 
Dorted. As the years go by the num- 
ber of contracts maturing under the de- 
ferred dividend form increase, and the 
returns are so good from these that the 
holders usually cash in on the policies. 
ome, of course, take new ones. 


Midwest Life 


The Midwest Life took over the busi- 
ness of the Lincoln Life during the year, 
with its nearly $2,000,000 insurance in 
force. Approximately $2,650,000 of new 
business was written during the year. 
Insurance in force at the beginning of 
the year was $19,000,000. The company 
had a very low death experience, and 
made a material gain in assets during 
the year. The pinch of hard times 
caused the surrender of a number of 


PACIFIC MUTUAL’S INCREASE 


Stockholders Vote 
Change to $3,000,000, Made Neces- 
sary by Company’s Growth 


At a meeting of stockholders of the 
Pacific Mutual Life Jan. 2 it was unani- 
mously voted to increase the capital 
stock of the company to $3,000,000. This 
is an increase of 100 percent. 
tional stock will be issued at par, $100 
a share, to present stockholders, the en- 
tire amount having been absorbed by 
them immediately. 

It is interesting to note that this action 
was taken on the 57th anniversary of 
the organization of the company, it hav- 
ing been founded in 1868 by Leland 
Stanford and associates at Sacramento. 
Its headquarters were later removed to 
San Francisco, and in 1906, following the 
San Francisco fire which destroyed its 
home office in that city, they were trans- 
ferred to Los Angeles. 


Increase Was Necessary 


Requirements of the company’s rapidly 
increasing business accounts for the new 
stock issue, together with the fact that 
it is considered wise and proper for an 
insurance company to have a capitaliza- 
tion within the bounds of its home office 
investment, which in the case of the 
Pacific Mutual is $6,000,000. 

The Pacific Mutual is now operating 
in 43 states and in 1924 it increased its 
paid-for insurance in force from $499,- 


000,000 or an average of more than 
$3,000,000 a month. In 1906, when its 
home office was established in Los An- 
geles, the company’s assets were $12,- 
721,564, from which amount they have 
now increased to $92,000,000. During 
1924 a $10,000,000 gain in assets 
made, exclusive of the stock issue which 
has just been voted. The stock is quoted 


share, which figure has been maintained 
for some time. 


policies, part of them covering loans 
that borrowers cancelled in this way. 
The Security Mutual had the best 
year in its history, with $5,500,000 new 
business, and ends the year with over 
$21,000,000 in force, a gain of nearly 
$3,000,000 for the year. The premium 
income was $800,000, and as the mor- 
tality rate was only 27 percent, a sub- 
stantial addition was made to assets. 
Lapsations are not yet back to normal, 
but the situation is growing more favor- 
able all the time. Oak E. Davis, state 
manager, conducted an intensive cam- 
paign for city business, and believes 
his company will lead in new business 
written in the home city. , 


Fewer Requests for Policy Loans 


John G. Maher, president of the Old 
Line Life, said the books had not yet 
been totaled, but that the new business 
written would go ovet $6,000,000, with 
$3,000,000 at least added to the total 
in force. The new business figures in- 
clude reinstatements. The death rate 
was less than normal. The company’s 
experience was that not as many holders 
took advantage of cash surrender op- 
tions during the year, and there were 
fewer requests for policy loans. These 
convince Mr. Maher that the hard pres- 
sure on buyers of life insurance is nearly 
ended, and he is confident that the com- 
panies face a year of unprecedented op- 
portunity for increasing their business. 
The company opened up in several new 
states during the year, and now does 
business in twelve. A better organiz- 
ation was also effected. 

Secretarv Josenh Goldstein of the 
Lincoln Liberty Life said new business 
written during the past year was a little 
over $3.000.000. which was but slightly 
under the business for 1923. The in- 





000,000 to $537,000,000, a gain of $38,- | 


was 


on the Los Angeles exchange at $400 a | 
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Unanimously for | Legibility of Application Held to Be 


The addi- | 


| application should be established by a 


| copy of the application was too small 





MUCH AROUSED 


Question for Jury by Michigan 
Supreme Court 





A recent decision handed down by the 
supreme court of Michigan has aroused 
considerable interest among insurance 
men. The question involved was whether 
the legibility of a photographic copy of 


court or jury. The court held that the 
photographic copy of application must 
be such as may be read by a person of 
normal eyesight, and was decided against 
the Metropolitan Life, the defendant in 
the suit. The company refused to pay 
the loss on the ground of fraud it being 
charged in the defense that the insured 
misrepresented the state of his health 
in the application for insurance. 


Photographic Copy Used 


The policy was introduced in evidence 
and with it was the photographic copy 
of the application of about two-thirds the 
size of the original application. Counsel 
for the appellant introduced evidence 
tending to prove that the photographic 


and was exceedingly difficult to read. 
Counsel for the defense introduced evi- 
dence tending to prove that the photo- 
graphic copy was of sufficient size and 
could be read by a person of normal 
eyesight. The real question involved 
was whether the court should decide the 
case or whether it should be given over 
to a jury. It was evident that the com- 
pany had complied with the law in fur- 
nishing a copy of the application with 
the policy and took the position that the 
photographic copy was in compliance 
with the statute but argued that it was 
a question for the court and not for the 
jury. The trial court held that the ques- 
tion was one of fact and submitted it to 
the jury. They found that the copy was 
illegible, and therefore returned a verdict 
for the plaintiff. 


surance in force is over $11,000,000. The 
death rate has been light, and while 
lapsation ratios have not yet reached 
normal, the company’s experience dur- 
ing the year has been favorable. 

President M. D. Hatch of the Amer- 
ican Old Line said it would be several 
weeks before definite figures would be 
available, but estimated an increase of 
60 percent in new writings. The com- 
pany has had a satisfactory experience 
during the year, with a low death rate 
and lapsations not so marked as in pre- 
vious years. The company starts the 
year with between $8,000,000 and $9,- 
000.000 in force. 

The Service Life, the baby of the 
Lincoln companies, through B. R. Bays, 
secretary, reports new business of over 
$3,000,000 for the year and a premium 
income of $115,000, 


Agents in Regional Conference 


A two dav conference of revresenta- 
tives of the Bankers Life in Illinois. In- 
diana, Kentucky, Tennessee and Mis- 
souri was held in Louisville last week, 
with 250 underwriters present. Mavor 
Quinn of Louisville welcomed the visit- 
ing agents at the opening session and 
the business sessions of the two days 
were largely devoted to a school of in- 
struction for ‘the salesmen. During the 
meeting silver cups were presented to 
the Louisville and Nashville agencies for 
first honors in salesmanship in their 
respective districts for the last year. 
The delegation from the home office in- 
cluded President George Kuhns, W. W. 
Jaeger, sales manager: Dr. Rosg Huston, 
medical director and Carl Root, regional 
director of sales at Des Moines. John 
H. Heil, manager of the Louisville 
agency, was in charge of the sessions. 


3 
MORE FAVOR SEEN FO 
NON-MEDICAL IDEA 


Some Companies Are Now Giving 
Proposition Consideration and 
May Adopt It 


SEE ECONOMY IN PLAN 


Main Difficulty Seems to Be in the 
Lack of Care on Part of 
the Agents 


A number of medium sized companies 
are giving careful thought to the recent 
inauguration on part of the Phoenix Mu- 
tual Life, Mutual 
Franklin Life, of a plan to write all ap- 

of $2,000 under, without 
examination. At first blush 
many of the officers of such companies 
felt that they might run into many com- 
plications by adopting such a plan and 
An officer of one 


Connecticut and 


plications or 


medical 


might incur danger. 
of these companies gives his views as 
follows: 

Sees But Little Danger 


“So far as I can see, and I have gone 
into the matter very thoughtfully, I can- 
not see that there will be any great dan- 
ger brought about through the adoption 
of this plan. I would not recommend 
this project if I thought only half a 
dozen companies would adopt it. If I 
felt, however, that a dozen companies 
will put it into effect, I should advise 
our company to go into it. Naturally, 
there is some danger of fraud being prac- 
ticed on companies by an applicant, get- 
ting insurance from a number of com- 
panies. It is possible for instance, to go 
to 15 companies and get $2,000 each. 

Retall Credit Company's Pian 


“There would be no way to check 
such applicants up, although the Retail 
Credit Company is advising its clients, 
that it will notify other companies, where 
a non-medical inspection report is sent 
to it. If the inspection bureaus will 
make such reports, it will do much to 
overcome any effort to deceive the com- 
panies. 

Selection Up te Agents 


“I think that most of the companies 
hesitate because they do not know just 
how much dependence they can put on 
their own agents in the matter of selec- 
tion of risks. Much will depend on the 
man in the field. If agents used good 
judgment and were honest in what they 
were doing, there would be mighty little 
danger in the non-medical plan. A very 
zealous agent, who did not have many 
conscientious scruples, might involve his 
company in much loss. We must all re- 
member, however, that there will be a 
big saving in medical expense. That 
seems to be the attractive thing about 
the plan. Of course, there will be less 
delay in getting applications through. 
Personally, I believe that this plan will 
soon be universally used.” 


Quick Work Is Done 


The printed proceedings of the annual 
convention of the Association of Life 
Insurance Presidents held in New York, 
Dec. 11-12, were issued Dec. 29. Copies 
are now being mailed to life insurance 
executives and agents, supervising offi- 
cials, libraries, insurance journals and 
daily newspapers throughout the United 
States and Canada. The volume com- 
prises 216 pages with index, and in 
addition to the usual record of proceed- 
ings contains a complete list of associa- 
tion publications available for free 
distribution. 
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GENERAL AGENTS MEET 


CONNECTICUT GENERAL RALLY 





Session at Home Office at Hartford 
Attended by 65 of Company’s 
Agency Leaders 





General agents of the Connecticut 
General Life met in Hartford last week 
for a two-day conference. Superin- 
tendent of Agencies G. E. Risley pre- 
sided at the first meeting. President R. 
W. Huntington gave the address of wel- 
come. Vice-president G. E. Bulkley 
spoke on “Agency Building,” the main 
subject for consideration at the confer- 
ence. 

The following general agents discussed 
various phases of agency building: H. 
M. Clark of Albany, A. C. Matthews of 
Boston, H. E. Barlow of Springfield, 
Mass., J. A. Coffman of Cleveland, J. T. 
Shirley of Pittsburgh, H. W. Hoey of 
Youngstown, F. G. Pierce of Philadel- 
phia and L. D. Bell of Indianapolis. 

The 65 agents and a number of home 
office people were entertained at dinner 
at the Hartford Golf club. 

Vice-president Bulkley presided at the 
second meeting. J. M. Holcombe, Jr., 
of the life insurance sales research 
bureau, spoke on “The General Agency” 
and Dr. L. G. Sykes, medical director 
of the company, spoke on “Co-operation 
Between the Medical Department and 
the General Agent.” 


PENN MUTUAL HAS NEW BOOK 





Anderson’s Twelve Booklets Combined 
Under One Cover—Is Carefully 
Indexed 





_ PHILADELPHIA, PA., Jan. 5.—An 
innovation in life insurance literature is 
about to be issued by the Penn Mutual 
Life. When Stewart Anderson took 
charge of the then new bureau of field 
service a year and a half ago he began 
writing a series of booklets completely 
modernizing the company’s literature. 
These booklets, typographically attrac- 
tive and well written, were issued one 
at a time. The series is now complete. 
All the booklets have been combined 
into one volume, the double-page cover 
of which is a patchwork made up of the 
cover illustrations on the smaller publi- 
cations. 

The new volume aims to acquaint the 
agents of the existence of all of the 
booklets and to bring out the selling 
points therein, all carefully indexed, to- 
gether with information on how to get 
the most out of these and other com- 
pany publications. 


Atkinson Made General Counsel 


John M. Atkinson, former assistant 
attorney general of Missouri, has been 
appointed general counsel for the Inter- 
national Life of St. Louis. He formerly 
held a similar post with the Standard 
Life, which recently merged with the 
International. 


Error in Insurance in Force 


An error was made in a recent issue 
of THe NatIonNAL UNDERWRITER in which 
was published the advertisement of the 
International Life of St. Louis. The 
advertisement stated that the company 
has $360,000,000 in force, whereas the 
correct figure is $260,000,000. 


Darby Day’s Record 


The Chicago agency of the Mutual 
Life under Manager Darby A. Day re- 
ports $57,108,000 of paid-for business 
last year on the annual plan and $4,- 
862,500 on the quarterly and semi-annual 
premium basis. This makes a total of 
$41,970,500. There was $2,455,500 term 
insurance written in addition to this 
amount. The Chicago agency has more 
than $300,000,000 insurance in force. 
The premium income is about $8,000,000. 





HOLZMAN SETS RECORD 


TELEPHONE PLAN EFFECTIVE 





Equitable Agency Pays for $8,500,000 in 
1924, Using Telephone Method of 
Approval 





The Alfred Holzman agency in Chi- 
cago of the Equitable of New York 
closed 1924 with a record of eight and 
one-half millions paid for during the 
year with premiums of $320,000. This 
large average premium is due to the fact 
that this agency specializes on endow- 
ment forms. The women agents of the 
office made a splendid record, being 
credited with $2,000,000, or nearly 25 
percent. Mr. Holzman states that his 
agency is now so well organized he is 
confident of his ability to make a 50 per- 
cent increase during 1925. 

This agency writes a large business on 
its unique “telephone” plan and one 
agent makes the proud boast that he 
did not see one of his customers prior 
to the delivery of the policy contract. 
Mr. Holzman has a very carefully 
planned method. of training his agents 
to work on the “telephone system” and 
the results are most surprising as re- 
gards their success as compared with 
the personal canvass method. 


_MADE SUPERINTENDENT 


MOZINGO GIVEN ALL COUNTRY 





Western Superintendent of Jefferson 
Standard Called to Home Office 
to Head Department 





DALLAS, TEX., Jan. 5.—A. V. Mo- 
zingo, superintendent of agents of the 
Jefferson Standard Life in territory west 
of the Mississippi river for some time, 
has been made superintendent of agents 
for the entire territory covered by com- 
pany. For some time Mr. Mozingo has 
been stationed at Dallas in the office of 
Elmer S. Albritton, state agent. He 
will continue his office here for a few 
weeks and then establish headquarters 
at Greensboro, N. C. 

Announcement of the promotion of 
Mr. Mozingo was made at the agency 
meeting of the Jefferson Standard, held 
at the home office last week. Mr. Mo- 
zingo will remain at Greensboro, con- 
ferring with officials regarding his new 
duties for a few days, then return to 
Dallas and wind up his work here before 
moving to Greensboro. 

At state headquarters it was said no 
one had been named to succeed Mr. 
Mozingo, so far as known. It is pre- 
sumed his old territory will be em- 
braced in his new field of activities. 














THE HIGH COST OF “ADVANCING” 








out hundreds of dollars in hard 

earned cash in advances to smootb- 
tongued individuals who have painted 
a most alluring picture of their busi- 
ness prospects has written what he 
terms a moving picture scenario, but 
which is in effect an account of what 
happened to the general agent who falls 
for the idea of giving an advance to 
anybody. The little account is amus- 
ing and strikes some familiar spots here 
and there. As writtén by the local 
agent it is: 


A GENERAL agent who has paid 


* * 


He was a recently appointed general 
agent. He had been successful in the 
field in another territory and saw no 
reason why he could not develop an 
organization for himself in this city. 
One week after he had taken hold he 
began to give thought to agency build- 
ing. There came into his office a pre- 
possessing-looking man with a polished 
manner and well informed along lines 
of life insurance salesmanship, and up- 
to-date ideas for the production of a 
large volume of new business. In the 
course of conversation he told how he 
had written $100,000 on this prominent 
citizen and $1,000,000 on that man of 
wealth. According to his own recita- 
tion, he produced last year only $500,000 
for the Blank Life Insurance Com- 
pany, but that was because he was thor- 
oughly dissatisfied with his environment. 
For several years previous he had pro- 
duced prodigious amounts with differ- 


ent companies in different localities, and | 


he was now prepared under certain con- 
ditions to unite his efforts with the new 
general agency. He was new in this 
field and although certain of his suc- 
cess as he was conscious of his ability, 
he needed a weekly drawing account. 

“Here is a real find,” thought the 
recently appointed agency leader. He 
determined to investigate the applicant, 
but not too closely, as he wanted him 
badly and his fingers were fairly itching 
to pay out his money in weekly install- 
ments of $100, that the impressive in- | 
dividual required as an absolute condi- 
tion of employment. The first $100 was | 
drawn at once and the new man entered 
upon his work. A tabulation of the 
results of this interesting association 
followed< 


* ¢ 


First week—Issued a number of | 
clever camouflage letters to men of ' 


prominence desiring to invite interview. 
Paid for business—none; drawn—$200. 


Second week—Brought in an applica- 
tion on Monday for $50,000. Examina- 
tion Wednesday revealed heart murmur. 
| An application on Tuesday for $25,000 
was later rejected on inspection. An 
application for $10,000 on Friday was 
not to be examined until the following 
Friday. Net returns paid for business, 
none; drawn, $300. 
| Third week—Brought in application 
| for $100,000 on Tuesday, examined 
Thursday and rejected on account of 
| sugar in urine. Thursday wrote his 
| barber for $1,000. Examination on $10,- 
| 000 case postponed. Net returns paid 
for business, none; drawn on account, 
$400. 

Fourth week—Application for $1,000 
on Wednesday. Examination O. K. 
Paid for $100,000 on quarter basis. Net 
returns, $1,000 paid for on quarterly *ba- 
sis; drawn, $500. 

Fifth week—Policy for $100,000 is- 
sued, not yet delivered. No application. 
Net returns, $1,000 paid for on quarterly 
basis; balance drawn, $600. 

Sixth week—Agent came in after two 
days’ absence, bedraggled and worn in 
appearance. No production. $100,000 
case still undelivered. Net returns, $1,- 
000 paid for on quarterly basis, and $700 
drawn. 


Seventh week—Letters written to ref- 
| erences returned undelivered. Agent 
showed up Saturday morning much the 
worse for year and drew $100. Net re- 
| turns, $1,000 paid for on quarterly basis, 
$800 drawn. 

Eighth week—No new business writ- 
ten; $100,000 policy returned for can- 
| cellation. Net result, $1,000 paid for on 
quarterly basis, and $900 drawn. 

Ninth week—General agent gives it 
| up as a bad job and refuses to provide 
| a further drawing account. Agent in a 
| huff quits him cold. Net results on the 
| entire experiment, $1,000 paid for on 
quarterly basis, which is later lapsed 
and $900 in cash paid on drawing ac- 











| count. 


Groves With the Continental 


A. D. Groves, formerly with the Trav- 
elers and later superintendent of agents 


| of the Cleveland Life, has been ap- 


pointed agency director of the Conti- 
nental Assurance of Chicago. 





ILLINOIS AGENTS ME 


ANNUAL RALLY AT CHICA 





Green Signal Club of Illinois Life 
Session at Home Office Last 
Week 





Over 200 representatives of the [Ij 
nois- Life gathered at the home office j 
Chicago last week for the annual mee; 
ing of the Green Signal Club, the pr 
duction club of the home state agencig 
There was a one day business prograp 
in which informal discussions as 
agency and business getting method 
were entered into by the leading pr 
ducers. The program was closed in th 
evening by the annual banquet, wit 
more than 300 present, the home offi¢ 
staff joining with the agency force o& 
this occasion. 

Tells of Company’s Allotment 


During the course of the conventio 
President R. W. Stevens presented som 
preliminary figures on last year’s busi 
ness and presented the allotment fg 
1925 to the various agencies. The Ilj 
nois Life has increased its paid for in 
surance in force to $157,000,000, an in 
crease of $7,000,000 over the figure z 
the end of 1923. The admitted asset 
amount to $26,500,000, an increase o 
$2,750,000. President Stevens announce/ 
that the allottment for 1925 amounts ts 
$40,000,000 in written and examine/ 
business or $30,000,060 on a paid fo 
basis. 

New Men Among Leaders 


It was pointed out that the leaden 
among the agency ranks are more ané 
more coming from the younger men it 
the business, both the president and firs 
vice-president of the Green Signal Clu 
for 1925 having been with the company 
for less than two years. Webster \. 
Stafford, the new president, has bees 
with the Illinois Life actively since 
April, 1923, and yet leads the company 
in new business for 1924. The new first 
vice-president is Robert A. N. Bernaré 
of Chicago, who has been with the com- 
pany only 14 months. In the absence 
of the retiring president, Thomas M 
Cusick, First Vice-President Arthur A 
Amy of Naperville was in charge # 
the opening of the meeting and turnet 
the gavel over to the new president 
Mr. Stafford, who was in charge of th 
balance of the program. The othe 
officers for 1925 are Joseph W. Mille 
of Urbana, second vice-president, Joh 
J. Delaney, Chicago, third vice-presidext 
and Peter L. Sausser, Chicago, secre 
tary. 


Chicago Agency Opened 


The John Hancock Mutual Life, whic 
has opened a new general agency = 
Chicago with William M. Houze as ge> 
eral agent, has established quarters = 
the Straus Bldg. Mr. Houze has bees 
with the company for 21 years. He 
started as office boy in the Indianapo 
office and came through the ranks. He 
was doing agency work at Indianapolis 
when he was transferréd to take charg 
of a new general agency being formes 
in Albany, N. Y., six years ago. 
Houze will devote his entire time © 
building his general agency in Chicag® 
and will not go out for personal pre 
duction. Six years ago when Mr. Hout 
started the Albany general agency & 
put more than $1,000,000 of business 0 
the books in the first 10 months. Whe 
he left Albany the general agency there 
ranked seventh or eighth in size in t® 
entire company. 





Crown Life Enters U. S. 


The Crown Life of Toronto was_® 
censed last week in Michigan. 1} 
marks the entry of the Crown Life int 
the United States. A number of th 
Canadian companies now operating = 
this country have made their entry va 
Michigan, before extending their ope 
ations to other parts of the country. 
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ERTON S. RICE IS SPEAKER 
















| F. Hibbard Jr., Northwestern Mu- 
tual Man Gives Methods of Selling 
Family Program 
















BY GEORGE BROWN 


DETROIT, MICH., Jan. 6—When 
ohn W. Yates said in his notice of the 
































ne honthly meeting of the Life Underwrit- | 
entio s Assn. of Detroit, that the program 
= ‘ould be one of the best ever, he said 
‘nt rs lot. 

he Il. The two speakers were Dr. Merton S. 
for isfRice of the North Woodward M. E. 
ba! = hurch, one of the most popular preach- 
assess in the country, and C. F. Hibbard 
ase dillr. of the Northwestern Mutual. 

a Rice Didn’t Preach 

i to 


Dr. Rice is a remarkable man, not 
nly a powerful and impelling preacher 
but a “regular feller.” No matter who 
he men are whom he talks to or what 
ind of an organization it is from funeral 
Hirectors to peddlers, with insurance men 
nd women in between, he talks to them 
ociably but forcefully without a bit of 
o-called preaching. 

The pivot on which he turned his 
hddress was that insurance men must 
orget yesterday and construct for today 
and tomorrow. He also bore hard on 
he point that it was up to them to 
how a man how to pay for life insur- 
ance, to show him how to plant money 
n the safety zone. 

“You don’t have to be orators,” he 


mined 
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sence ; : 
s M@said. “Just show him how to pay the 
ur A remiums.” 


ze at 
irned 


Hibbard Down to Brass Tacks 


‘dent Mr. Hibbard had been requested by 
f tea Mr. Yates not to indulge in wordy fire- 
othe Works nor to talk for more than ten 


fille Minutes because it caused him to give 
Johs am the members a really good sales talk. 
ident “The need of life insurance to the 
ecre Maman of modest means is generally more 
acute than to the big man,” he said. 
“This type of man outnumbers the big 
man 100 to one and while it is true he 
can afford to carry but a fraction of the 
hit MB amount the big man can, there are a 
y SB hundred of the men in this class to see 
ge: Band sell for every one of the large 
S 2 B® buyers. 
bees 
He Shows His Bag of Clubs 
his “The tools which some of you are 
He Mi using successfully on the small buyer 
08s HE might not work at all in my hands. I 
are Mam not trying to tell you there is a 
met better tool than the one you are now 
Mz HM using but we all like to know what is 


in the other fellow’s bag of clubs. 
age “The majority of men of whom I am 


no speaking are between 25 and 40. They 
have generally picked up a policy here 
fm 2nd there, a total possibly of $10,000. 
Nes They have also picked up a wife and one 
on A or two children and as a result of these 
~ collections have as a rule been able to 
- Set aside very little in bonds or other 
securities. The man earns between 
$4,000 and $7,500 a year and were he to 
die tomorrow, his wife would have the 
g- i £10,000 and possibly $3,000 to $5,000 on 
bis which to bring up the children and keep 
rm herself out of the poor house. 
he Can Start on Right Track 
by “That is the picture of my time and 
= wherever I meet one I feel as if the 


Sate were wide open for any life insur- 
ance man to step in and establish a pro- 
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WILL ADJUST BY-LAWS 


PREPARED TO MAKE CHANGES 


Union Central to Be Ready to Enter 
Non-Medical Field or Increase Re- 
tention When Advisable 


At a meeting of the stockholders of 
the Union Central to be held on Jan. 12, 
two amendments to the company’s by- 
laws will be considered. One is that 
the amount of insurance retained by the 
company be left in the hands of the 
board of directors. The second is the 
abolition of the section requiring medi- 
cal examination before granting insur- 
ance. 

In commenting on these proposed 
amendments, John D. Sage, president 
of the Union Central, stated that it was 
not the present intention of the board 
of directors to take advantage of either 
of the changes, in event they are au- 
thorized by the stockholders. The main 
reason for giving the matter considera- 
tion at this time is to enable the board 
to act quickly should the developments 
of the business make such action advis- 
able. It is felt that the present retention 
together with reinsurance connections is 
adequate but there has been a marked 
tendency in recent months on the part of 
many companies to increase the risk 
they will accept on a single life. 

The board is also inclined now to con- 
tinue its policy of requiring a medical 
examination in every case before grant- 
ing insurance. However, it wishes to 
be in a position to enter the non-medical 
field if the experience of other United 
States companies is satisfactory. News- 
paper reports gave the impression that 
the Union Central was seriously consid- 
ering entering the non-medical field. Mr. 
Sage states that this is entirely errone- 
ous and is not in line with the best in- 
terests of the company and its field rep- 
resentatives as they exist today. 





gram that will start him on the right 
track. 
First Interview 

“Passing the stage of the first inter- 
view in which I ascertain his birthday, 
sized up his business position, made an 
appointment with him and asked him 
to have his policies ready for me to look 
over, I find in nine cases out of ten his 
children have not been named as con- 
tingent beneficiaries. By explaining that 
they should be included I have stepped 
up one rung of the ladder of his con- 
fidence. 


Discusses Old Insurance 


“In the second interview I go over 
the contracts with him carefully, suggest- 
ing any needed indorsements that might 
be made to his advantage by the re- 
spective companies. I then ask him to 
get out his scratch pad finding that 
method more effective than using my 
own paper. 

“IT then write $10,000 in the upper left 
hand corner of the sheet and draw a 
square in the opposite corner, the 
amount of the securities being entered 
in the square. I then ask him if it is 
not taking about all of his $5,000 salary 
to get by on and he usually admits it is. 
The more points on which he agrees 
with me and on which I agree with him 
the less chance for a conflict later in the 
sale when I ask him for his signature. 


Asks Minimum Income 


“Then I ask him what would be the 
minimum amount necessary to take care 
of his wife and children were the $5,000 
income to stop. He naturally wishes to 
appear generous and usually places the 
minimum figure at between $150 and 
$200 a month. 


Present Provisions 


“Then I show him his $10,000 life in- | 


surance would produce $50 a month, if 
invested in safe 6 percent bonds and 
that his securities might yield another 





CONVENTION WAS HELD 
GENERAL AGENTS CONFERENCE 


United Life & Accident Called in Its 
Men to Talk With Home Office 
People 


The first in what is calculated to be a 
new series of annual meetings of general 


agents of the United Life & Accident 
of Concord, New H., was held in Phila- 
delphia. The purpose. of the meeting, 
as stated by Eugene E. Reed, vice-presi- 
dent in charge of production, was to 
“increase and stabilize business in 1925.” 

The meeting was attended by all of 
the general agents and by most of the 
officials and department heads of the 
home office. Allan Hollis, president, 
delivered an address of welcome on be- 
half of the company. 

Mr. Reed’s address was entitled “A 
Little Bit of Everything.” He was fol- 
lowed by Robert J. Merrill, vice-presi- 
dent and secretary, who chose as his talk 
“Rules and Regulations—Conduct of 
Business.” Dr. Robert J. Graves, medi- 
cal director, spoke on “General Principles 
of Sub-Standard Underwriting.” “Clock- 
ticks” was the title of an address by 
John F. McCurley, former superinten- 
dent of agencies and now general agent 
at Newark, N. J. 

“Claims—Proper Adjustments—Re- 
sponsibilities of Agents” was discussed 
by F. Edward Rushlow, manager of the 
claim department. 

Features of the meeting were short 
addresses by leading producers, who 
freely told of the employment of meth- 
ods for accomplishing success. 

John V. Hanna, actuary, told the 
agents about the new total and perma- 
nent disability clause, gave advice con- 
cerning the writing of new business, and 
suggestions for speeding up the issuance 
of policies. 





$25, leaving a decided gap between the 
present estate and the $150 to $200. He 
now realizes he is short somewhere. 


Only Way Insurance 


“He hasn’t the capital, or any pros- 
pect of it, to buy any more securities 
so, if he feels he should cover the gap, 
the only way open is to buy insurance. 
To give this realization time to sink in 
and to forestall a tendency to combat 
the idea I sometimes digress to explain 
the error of leaving any great portion 
of one’s estate in cash, telling him of 
trust facilities or of the company pro- 
visions. I tell him of my own problems 
which are similar to his. He has taken 
me into his confidence which binds us 
closer together. 

“At this I find he is best ready to 
stand the shock and I tell him it will 
take $15,000 to $20,000 additional insur- 
ance to provide the amount needed. I 
return to the scratch pad and start a 
new sheet with $30,000 in the center of 
the top and then proceed to distribute 
that amount. 

1. Cash at 
needs), $5,000. 

2. Income for 15 years using prin- 
cipal and interest on $10,000. 

3. Income for 15 years, interest only 
$15,000. 

4. Income to wife for life, using prin- 
cipal and interest on remaining $15,000. 

“This distribution, of course, varies in 
each case, depending on age of the man 
and wife, number of children and their 
ages. 

“The painting of the picture is now 
complete and the logical thought in his 
mind is ‘I wonder if I can afford to buy 
it.” The next and last hill to climb is 
to find the policy that will fit the limita- 
tions of his family budget. I sell him a 
combination of ordinary life and term, 
impressing upon him the necessity for 
converting a portion of the term each 
year.” 


death (explaining its 








COMPANY’S RIGHT TO 
CONTEST IS UPHELD 


Decision Given in Kansas City 
on Interpretation of Incon- 
testable Clause 








FOLLOWS FORMER RULING 


Position of Federal Courts in That 
Jurisdiction Reiterated—Variance 
in Different Sections 


KANSAS CITY, MO., Jan. 7.—Judge 
Van Valkenburgh of the federal court 
here has reiterated the position of the 
courts in this district, that life compan- 
have means of protecting 
against delay pleading 
two-year incontestable clauses in 
their The involved a 
policy on the life of George L. Peake, 


should 
themselves 


ies 


of 


policies. case 


who committed suicide. The Lincoln 
National Life filed an equity suit in 
federal court for cancellation of the 


policy on the ground of misrepresenta- 
tion. Twenty-four hours later the ben- 
eficiary filed suit against the company 
in the state court to secure payment 
of the policy. The company had this 
suit removed to the federal court. The 
beneficiary then moved in the federal 
court to dismiss the equity proceeding 
on the ground that an action at law 
was pending on the matter. Then the 
company filed motion to dismiss the law 
suit, on the ground that the equity suit 
was first in time, and also that its out- 
come would settle matters involved. 
Show Danger of Dismissal 


Attorneys for the company pointed 
out the danger in dismissal of the equity 
proceeding, showing that unless the 
suit in equity was preserved, the bene- 
ficiary might at any time dismiss her 
law suit on the policy, wait until the 
two-year contestable period had elapsed, 
and bring her suit in some other juris- 
diction where the contest, recognized 
as timely in this jurisdiction, would not 
be so recognized, and the company 
therefore be deprived of a right of 
contest which it now possessed. The 
court recognized this point, and while 
refusing both motions, still kept both 
cases alive in his court. The law suit 
is to be tried first, he said; but if the 
plaintiff should attempt to dismiss or 
secure dismissal of the law suit, the 
equity suit could then be tried. 

Wide Variance in Rulings 

The wide variance of attitude of 
courts in various jurisdictions towards 
the incontestable clause gives interest 
to the situation in this territory. In 
some jurisdictions the precedents are 
that an answer to a suit on a policy 
within the two years is a contest; others 
hold that when a company either brings 
or defends a suit within the two years 
the contest has been established. ; 

While the rulings that the companies 
must establish their contests against 
the policy by some positive action 
within two years are said to be contrary 
to the original intent of the incontesta- 
ble clause, still since this is the posi- 
tion of many courts, the companies 
have to take cognizance of them. d 

A simple and clear ruling on this 
subject came from the circuit court of 
appeals, eighth circuit, April 4, 1922, in 
the case of Mutual Life of New York 
vs. Hurni Packing Co., 280 Fed. 18, 
the opinion being written by Judge 
Van Valkenburgh, who made the re- 
cent ruling in Kansas City. This deci- 
sion stated that the death of the in- 
sured within the contestable period of 
two years had no bearing on the right 
to contest; that affirmative action by 
the insurance company within the pe- 
riod was necessarv. and that a letter 


refusing to pay was sufficient contest 


One 


within the meaning of the clause. 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte!Cowles, President 


NATIONAL 


AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuartes 
Lite Insurance Accountants 


Statisticians 
2 South Le Salle Street, Chicage 








HIN E. HIGDON ( Actuaries & Examiners 


OHNC. HIGDON deat yw 5 








616-613 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


Per 














T J. McCOMB 
° SELOR AT LAW 
NSULTING ACTUAR 








H. NITCHIE 
e ACTUARY 
1523 Association B! 
Telephone State 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Buflding ST. LOUIS MO. 




















paragraph of this decision is as follows: 

“The reservation for the benefit of 
the company was one that might be | 
waived. Affirmative action was neces- 
sary to the conservation of the inchoate 
right created by the terms of the policy. 
We are equally of opinion that a repudi- 
ation of the claim of defendant in error, 
such as that made in the letter of Aug. 
24, was a sufficient act of contest, and 
that court proceedings were not essen- 
tial to the assertion of the right, as 
counsel for defendant in error contend.” 

A short but significant opinion was 
written by Federal Judge Pollock of 
Kansas, April 1, 1924, in Harwi_ vs. 
Metropolitan Life, 297 Fed. 479. The 
opinion is as follows: 

“This case raises the very intricate 
and delicate question whether an in- 
surance company may bring suit in 
equity to cancel its policy of insurance 
on the ground of fraud or misrepresen- 
tation of material facts in obtaining it 
after the death of the assured, in order 
to avail itself of such defense within 
the period of two years after which pe- 
riod the contract provides the policy 
shall be incontestable for cause other 





than failure to pay the annual renewal 
premiums. 


“In the absence of such an incon- 
testable clause in the contract, it is 
quite well settled such suit cannot be 
maintained after the death of the as- 
sured, for the reason such ground of 
defense is open in an action at law on 


the policy. Cable vs. United States 
Life, i91 U. S. 288, 24 Sup. Ct. 74, 48 
L. Ed. 188; Riggs vs. Insurance Co., 


129 Fed. 207, 63 C.. C. A. 365. However, 
under such policies as those introduced 
in this case, unless an action at law 
may be instituted within two years from 
date of policy, the incontestable clause 
cuts off the making of such defenses. 
Mutual Life vs. Hurni, 263 U. S. 167, 
44 Sup. Ct. 90, 68 L. Ed. 

“Whether prudent on the part of in- 
surance companies to include such an 
incontestable provision in their con- 
tracts, or the contrary, yet, having in- 
corporated such clause in the contract. 
the right to make such defense should 
be open to the insurance company dur- 
ing the two-year contestable period, in 
order to prevent fraud and deceit in ob- 
taining the contract, either in defense 
of an action at. law on the contract, or 
by bill in equity or cross bill, as in this 
case.” 








VALUE OF SALES PORTFOLIO OF AGENT'S 
OWN SPECIAL MATERIAL DEMONSTRATED 





HE use of portfolios, containing 
[special material that the agent 

himself has gathered, and that ex- 
actly suits his own peculiar methods of 
presentation, was the outstanding edu- 
cational feature of the agency conference 
of the Mutual Life of New York at 
Kansas City last week. Vincent H. 
Miller, district manager at Kansas City, 
Kans., demonstrated the use of his port- 
folio, and displayed it to the agents 
present. Other agents told also of the 
books they prepared and carried. Mr. 
Miller has in fact two books, one large 
loose leaf volume, about 9 by 13, which 
he carries while on routine visiting and 
a smaller loose leaf book, carried always 
in the inside pocket of his coat. He is 
never without this small book, so that 
wherever he encounters a person whom 
he can interest in insurance, he is able 
to put across his demonstration. 


Visual Demonstration More Effective 


The key to Mr. Miller’s work with 
the portfolio is the idea that a prospect 
takes in, and holds, about 10 percent 
of what he hears, but about 90 percent 
of what he sees. The large book there- 
fore contains -many pictures, clipped 
from various publications, illustrating 





the value of life insurance and the need 
of protection. One picture, for instance, 
is of a man and his small son. The boy, 
says the legend, is wondering what 
would happen to him if the father should 
be taken away. This picture, when the 
book was opened before a_ leading 
citizen, a big business man, was the 
crucial factor in selling $30,000 of life 
insurance to this man. The impression 
made by the picture was reenforced, and 
turned into consideration of the prac- 
tical aspects of accomplishing the result 
desired emotionally, by presentation of 
the suggested forms of insurance and 
details as to cost, etc. These details 
were made instantly clear by being 
shown on other pages of the book. 

In the case of the $30,000 sale, and 
in all others wherever possible, Mr. 
Miller had worked out a special table 
of suggestions for the particular pros- 
pect, having his age, knowing the num- 
ber in his family and being aware of 
the extent of the prospect’s business 
operations. The tables were not 
labeled with this man’s name, but were 
apparently just the conventional sug- 
gestions for men of his type and con- 
ditions. Of course they fitted this man 
exactly. Ordinarily, one of half a dozen 
tables in the book, or displays of sug- 
gestions for life insurance program, fits 
the average prospect. Supplemental 
tables can be prepared and turned to 
after the general outline of the needs 
of a person of the prospect’s situation 
are presented. There are a dozen sec- 





tions in the loose leaf book, each sec- 
tion having a tab so that it can be easily 
turned to. Freshly clipped pictures, 
clippings from newspapers bearing 
stories telling a life insurance lesson, or 
striking comments on life insurance, are 
inserted in the book from time to time— 
some for special prospects. 

One important advantage of the book 
is that the prospect can put himself at 
ease by keeping his eyes on it, looking 
at the picture laid before him, or study- 
ing a table. When the agent makes a 
statement orally to a prospect, the pros- 
pect, Mr. Miller suggests, may or may 
not apprehend it fully. Even if he does 
catch it instantly, he must have time for 
it to soak in, and there must be some 
opportunity for the comparatively slow 
process of “making up the mind” to 
take place. The use of the book first 
really does get the idea into the mind 
of the prospect more quickly, surely and 
definitely; furthermore it gives the idea 
a chance to sink in and turn the judg- 
ment towards decision. Then, too, the 
agent avoids a certain embarrassment 
due to a feeling that he has to keep on 
talking, when the prospect is merely 
sitting listening to him. The agent can 
actually follow out a definite course of 
psychological leading of the prospect 
toawrds decision. 


Credits Others for Help 


Mr. Miller disclaims originality in the 
development of his portfolio and the 
use of it. crediting John Cave and others 
of the Kansas City branch with help. 
Mr. Cave has used pocket loose leaf 
books for years, particularly for the 
convenient carrying of newspaper clip- 
pings of current happenings or of spe- 
cial incidents that would have direct 
effect on specific prospects. An acci- 
dent, for instance, would be useful to 
suggest to almost any prospect, giving 
the vision of what might happen to him; 
the same with cases of deaths. But the 
prospect who has three children, say; 
or the one who makes two or three 
trips a month, or the lawyer, would be 
particularly impressed by a happening 
that reflected conditions similar to his 
own. Mr. Cave, Mr. Miller and others 
who use the portfolio plan—either in 
large form or pocket form—read the in- 
surance magazines closely, varticularly 
the sales magazines and sections. Thev 
glean from that source incidents and 
stories of insurance cases that might 
touch the situations of prospects, or 
point to the solution of problems of 
prospects. The hooks are studied and 
the incidents included kept thus con- 
stantlv in mind. so that the prover page 
may be turned to quickly, when the 
occasion calls for it. 








“S-o B-i-g!” 


A screen story has for its 
text the query of a mother 
to her child: 

‘How big is my baby?” 

“S-oB-i-g!”’ responded the 
tot, stretching forth the tiny 
arms to their fullest. 

The mother, gazing at her 
eager child, sensed her own 
limitations. 

“How BIG am I,” she 
asked her heart. 


* * 
* 


How BIG Are You? 


Big enough to handle Lake 
County, Indiana, the new 
“Pittsburgh of the West,” 
with its industrial centers of 
Gary, Calumet, Indiana Har- 
bor, East Chicago, Ham- 
mond, growing irresistibly to 
greater cities. 

We have good men there 
now, producers, and they 
need and will welcome a “Big 
Brother’’ to lead them on to 
greater achievements. 


How Big ARE You? 


Tell me in a letter of one | 


page. 
GAYLORD DAVIDSON 


Agency Manage: | 


WESTERN RESERVE LIFE | 
INSURANCE Co. 
Muncie, Ind. 


J. H. LEFFLER, Pres. 
J. W. DRAGOO, Treas 
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Do you sell 
Accident and Health 
Policies? 


If you do—you need the Cas- 
ualty Review. 

If you don’t you are passing 
up a profitable sideline. 

The Casvalty Review will 
help you get started and once 
started will keep you going. It 
is the only publication devoted 
solely and exclusively to the 
Accident and Health business. 
It contains real helpful busi- 
ness-getting hints and sugges- 
tions. There are. special articles 
on the methods that particular 
men have used successfully, de- 
partments, pictures, and other 
helpful material. It is an hon- 
est to gosh money-maker for 
H and A salesmen. 

You can get this live red- 
blooded salesman’s magazine 
for a whole year for two dol- 
lars. Twenty cents will bring 
you a sample copy. Act now. 
You'll never regret. 

THE CASUALTY REVIEW 

1362 Insurance Exchange 

Chicago 


—— 
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We Wish All 


Life Insurance Companies 
and Their Agents 


Q Prosperous New Vear 


ILLINOIS MANAGERS WANTED 


At Bloomington — _ Freeport — _ La Salle 
Elgin — Peoria — Springfield 


Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 
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SAY: 


We offer a direct Home 









Office contract under 
which you can qualify 





for 75 per cent. first year 





cOmmissions and con- 
tinuous vested renewals. 






Write: 


The Columbus Mutual 


Life Insurance Co. 
Columbus, Ohio 








We are admitted in District of Columbia, Colorado, Florida, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Maryland, Mich- 
igan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Vir- 
ginia and West Virginia, We contemplate entering California 
early in 1925. 




















BUSINESS OPPORTUNITY 


A General Agency of one of the largest though most 
conservative Life Insurance Companies, desires the 
services of a man of energy and sales ability who has 
built up a personal acquaintance among business and 
professional men. The agency is equipped to give 
him a thorough education in life insurance and an 
insight into the most proficient selling methods. 
Unusual opportunity for the right man to build up a 
large income. 
Address L-54, 


The National Underwriter 











| 000,000 more than for the preceding 











DEFENDS TEXAS LAW 


COMMENTS ON ITS MERITS 


Former Commissioner Love Comes to 


Defense of Robertson Law in 
Answer to Opposition 





An answer to the renewed opposition 


to the Robertson law in Texas, given out 
through the Texas press, has been made 


by Thomas B. Love, former commis- 


sioner of insurance and banking and 
legislator during the session when the 
Robertson law was enacted. Mr. Love 
comes to the defense of the Robertson 
law and has given his views on the ques- 


THOMAS 


B. LOVE 
Former Texas Commissioner 


tion in an effort to show that the law is 

essential both to the interest of Texans 

and the 89 life insurance companies 

operating in Texas. He said in part: 
Aid for Development 


“This law was passed for the purpose 
of aiding in the development of Texas 
and promoting home ownership by 
largely increasing the amount of money 
invested in Texas mortgages and other 
securities by the life insurance, com- 
panies doing business in this state. It 
was also intended to accomplish the 
purpose of reducing interest rates on 
real estate mortgages by increasing the 
supply of money to loan. 

“A simple investigation of the indis- 
putable records will conclusively show 
that both of these purposes have been 
accomplished. The Robertson insur- 
ance law became effective Jan. 1, 1908. 
At that time, as shown by the records 
at Austin, the life insurance companies 
doing business in this state had invested 
in Texas real estate mortgages alto- 
gether $6,448,057. 

Growth Is Shown 


“On Dec. 31, 1923 one year ago, the 
records show that the life insurance 
companies doing business in Texas, after 
17 years’ operation of the Robertson 
law, had invested in Texas real estate 
mortgages the sum of $160,59%,905. 
These records also show that the 
amount the law requires life insurance 
companies, doing business in Texas, to 
invest in Texas real estate mortgages 
during the year 1923 was about $13,- 


year, and that the amount of additional 
Texas mortgages required to be bought 
by life insurance companies under the 
law must increase largely each year. 
These figures show an increase in the 
amount invested in Texas real estate 
mortgages by the life insurance com- 
panies doing business in the state for 
this 17-year period of over $154,000,000, 
Or over 2,500 percent, or an average 


IS STUDYING DIABETS 


RESEARCH WORK ON INSUL) 





Scientist from Johns Hopkins Unj 
sity Carrying On Important Ex. 
periments at Pasadena, Cal. 





Life underwriters will be interested 
the report that Dr. John J. Abel, wor 
renowned scientist, is now conduct 
exhaustive research work and expe 
ments at the California Institute of Teg 
nology, at Pasadena, in the hope of ¢ 
taining a positive cure for diabetes. } 
efforts included a most careful search § 
a means of eliminating impurities fre 
insulin, as this discovery would furni 
the key for a more positive cure of 
disease. 

When Dr. Abel, who is professor 4 
pharmacology and physiological chen 
istry at Johns Hopkins University, fi 
discovered that impurities existed in 
called pure insulin he obtained a lea 
of absence and went to Pasadena to cos 
tinue his research work. 

Howard Estill, a research fellow 
the California Institute of Technology, 
cooperating with Dr. Abel in seeking 
discover in what manner insulin acts j 
removing sugar from the blood. Th 
cause of this action has baffled scientist 
Physicians have been administerin 
insulin for some time in the treatments 
diabetes, believing it to be pure, buti 
has recently been discovered that ev 
the purest, so-called, contains foreig 
materials. It is said that if it is fou 
possible to obtain insulin in an abso 
lutely pure and free state its effect on th 
human body will be far stronger an 
more positive. 


Inter-Southern Meeting 


The annual meeting of the agents @ 
the Inter-Southern Life will be held a 
the home office, Jan. 19-21. This cos 
vention will be in honor of the compan 
reaching $100,000,000 insurance in fora 
It is planned to have a sales congres 
each day. The aim of the officers ist 
give the men three days of educationd 
work that will help them greatly in tht 
field 

















increase for the period of over $9,000; 
000, or over 146 percent per annum. — 
“Not only has this extraordinary 
crease in the available supply of lite & 
surance funds for investment in f 
estate mortgages been accomplished but 
it has likewise made good in reducing 
the prevailing interest rate on real estatt 
mortgages in Texas. The records # 
every courthouse in Texas will dt 
close that the prevailing rate today #@ 
mortgage loans in this state paid by t® 
borrower is substantially less than * 
was when this law became effective ™ 
years ago. , 
“Why should this law be repealed: 
The question of demanding its repeal 
was submitted to a vote of all th 
Democrats of Texas in the state-wilt 
primary election of 1916 and the people 
voted against its repeal or amendmett 
by a majority of 78,051. It is a statult 
which applies to the 89 companies doimg 
life insurance business in this stat 
Under its requirements these compan 
have invested in Texas securities ay 
proximately $160,000,000 and it requift 
them to keep invested in Texas secu™ 
ties not only this sum but an additional 
sum growing larger as the years pas 


“Do these companies desire the la 
repealed? On the contrary, substat 
tially all of them are strongly oppos 
to its repeal. For 17 years they have 


kept faith with Texas and her peo? 
by writing life insurance in the stl 
on the terms which they imposed. Nat 
urally, they would not be enthusiast 
about the enactment of a statute placing 
them in open competition with, othé 
companies of which no Texas inves 
ment whatever has been requived during 
these 17 years and none would be ™ 





quired in the future.” 
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Producing 


General Agents 
Wanted 





Washington Michigan 
Oregon Virginia 
Idaho Kentucky 


Unusual opportunities and attractive contracts to 


men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet ‘‘Why the Minnesota Mutual” write 


O. J. LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 





| 


| 











The 
MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
Columbus, Ohio 


“Its Performances Exceed Its Promises”’ 


WHY? 


Read Best’s Life Insurance Reports, 1924: “It is notable for 
having attained success by strict adherence to high standards and 
approved methods. It is under efficient management and has had a 
healthy growth. The company has a very high-grade agency force. 
The mortality rate is low. Good dividends have been paid to policy- 
holders and the net cost of insurance is low. The Company has 
returned all extra war premiums received and has paid all war 
claims in full.” 





General agency opportunities open in 
Michigan, Indiana, Pennsylvania, 
Maryland and West Virginia. 


Write the Agency Department now. Your letter treated 
as confidential. 


(Never contested nor compromised a claim) 
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What It Takes 





‘ile i | to be successful in a big way as a General 
hee - | Agent. 
1¢ 
ducing 
1 estate | Pep : 
—_F Initiative 
1 i a 
day @ | Business Sense 
by t YY 
than i | Ability 
tive § | Character 
peaked | Hard Work 
repe 
all the | ' 
te-witt If you have these qualifications, and the de- 
op , . 
dimes | sire to be your own boss in 
statute 
doing " oe 
stat | Alabama, Kentucky, Georgia, West Virginia, 
— | Michigan, we’d like to hear from you. 
equires 
cect | Address W. H. Dallas 
A | Supt. of Agents 
ibstai- + . 
rif) Atlantic Life Insurance Co. 
le . . > . 
ne | Richmond, Virginia 
Nat: | 
siastit 
lacing | 
other 
nvest> | 
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CONTINENTAL LIFE INSURANCE CoO. 


WILMINGTON, DELAWARE 
PHILIP BURNET, President 


SEVENTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1924 


Admitted Assets - - - - - - 
135% of liabilities 


$7,097,913 


~_ —-— = ener om 


Liabilities 
Only 74% of assets 


5,266,922 


(Capital $ 730,720) 
Excess of Assets, (Surplus 1,100.27!) 


35% more than liabilities 


1,830,991 


53,501,815 


Insurance in Force - - - - - 


Net increase 13% 
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The New Year’s Gates 


They open into a period of unequaled qwestaate. 


These are factors: 


(1) A sound financial situation. (2) Abund- 
ant capital for worthy enterprises. (3) Small 
merchandise inventories. (4) Commercial and 
industrial conditions improved. (5) Construction 
on a grand scale nearly everywhere in the United 
States. (6) A more general spirit of fair play 
toward railroads and the larger corporations. 
(7) A brighter day abroad. 


The Penn Mutual during 1925 will still further. improve 
the quality and extend the strong co-operative service which 
in 1924 it gave to its Field representatives. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 

















MUTUAL LIFE 


19 GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE 
GAIN IN INTEREST 


41 per cent 


This is away above the average of all Life Insurance Companies in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 

















6 hae Company with the personal contract offers ex- 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 

















INDIANA ILLINOIS IOWA MICHIGAN 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


OHIO 














National Underwriter want ads are result getters 








ALL WILL “TAKE ‘PART. 


ee 


HOME LIFE AGENTS GATHER | 


| troller of currency for 1923 showed ; 


Will Hold Round Table Discussion 
Jan. 13—No Set Speeches 
Scheduled 


The annual meeting of the Home Life 
Agency Association, which is to be held 
in New York Jan. 13-14, is to be a round 
table discussion of the general agents. 
No set program has been prepared, and 
there will be no “cut and dried” 
sions or speeches. A letter has been sent 
out to each of the general agents asking 
him to come prepared to discuss his big- 
gest problems and also those 
which have been the most helpful in the 
agency work. The program committee, 
ot which Russell M. Simons, general 
agent in New York City, is chairman, 


January 9, ; 


was approximately $44,902,000. + 
was on a business that showed ; 

gregate capital and surplus of q 
$744,205,000. The report of the , 


8,239 national banks, with an aggreg 
capital and surplus of more than th 


| times that of the life companies andy 


assets more than twice as great, paij 
total tax of only $67,412,000. Mr. 
pointed out that it is not doubted ¢ 
the national banks pay their full , 
portion of the taxes, but the insurg 


| companies believe they are paying ; 
| siderably more than their proportion 


discus- | 


factors | 


hopes that the members of the associa- | 


tion will participate in a heart to heart 
discussion of their problems in’ an en- 


| definitely 


deavor to remove some of the funda- | 


mental obstacles which hinder the de- 
velopment of the agency. The officers 
of the company will meet with the 
agents in conference on the morning of 
the first day to present their views and 


Various estimates have been ma 
to the increased cost of insurance to 
policyholder as a result of the tay 
the result varying, of course, with 
size of the company and the state 
which they operate. An official of 
of the old and large companies rece 
gave as the figure of his own busi 
an increased cost to the policyholde 
8.3 percent. 


Recommends Some Changes 


The question of the premium tax 
covered in the recommen 
tions of the United States Chamber 
Commerce earlier in the year when 
presented the following specific sugg 


| tions: 


1. There should be a material red 


| tion in the amount of premium taxes 


again on the morning of the second day | 


for further discussion and deliberation. 


INTEREST IN PROPOSAL 


FOR REMOVAL OF TAX 


(CONTINUED FROM PAGE 1) 


that there is added danger in the ten- 
dency to add to these special forms of 
taxation, rather than decrease. 
shown only last month, 
danger in Michigan of a great increase 
in the premium tax on companies of other 
states. The United States Chamber of 
Commerce reports show that while this 
tendency has been towards the increased 
use of special taxation, 
not been put into increased service to 


the money has | 


policyholders, but rather in a padding of | 


the general revenue. The percentage of 
the total tax used for policyholders’ serv- 


ice has shown a continual decrease dur- | . . 
| 1,000, as compared with 26,654 and 1 


ing the past ten years. In 1915 the state 
used 8.09 percent of the total tax for 
service, while in 1922 this had decreased 
to 4.79 percent. It is becoming in- 


creasingly difficult to provide methods of | 
| year shows a 


revenue in the various states and thus leg- 
islators are looking to insurance compa- 
nies as huge aggregations of capital from 
which they can abstract a large ‘amount 
of revenue without directly affecting the 
public. It is stated there would be no 
objection to the taxation, if the money 
were all required for supervisory ex- 
penses and service to policyholders, but 
it is merely a form of taxation to add 
funds to the general revenue. 


Life Companies Object Especially 


Particular objection is raised by life 
insurance companies, in that the tax is 
not on gross sales in the case of life in- 
surance. There is, of course, some ob- 
jection on the point of taxation of thrift 
in connection with life insurance, though 
this is not stressed by those opposing a 
premium tax. It is felt this would not 
be the strong objection, 
all taxation is a tax on thrift. However, 
in the case of life insurance, the premium 


| that of 1921, 


as practically | 


paid is in a large part set aside immedi- | 


ately as a legal reserve. A very 
part of the premium goes for insurance 
of the immediate year. Thus, the pay- 
ment of a premium tax on “premiums” 
is a taxation on the total reserve of the 
company. 


Cites Tax Inroads 


In a recent statement before 
American Life Convention, A. L. Key, 
vice-president of the V olunteer State 
Life, made a comparison with the | 
taxation of national banks, showing | 
a discrimination in favor of the banks. 
He said that the total tax 


paid | 
by 291 life insurance companies in 1923 


small | 


| premiums, 
the | 


| 
} 


lected. As indicated, these should 
limited to such a total as will adequat 
support the state insurance departme: 
supervision. 

2. In fire and casualty insurance 
insurance and return premiums, 4 
dends to policyholders and losses sho 
be deducted from gross premiums bei 
the rate of taxation is applied to 
premium income. 

3. In life insurance, reinsurance, ¢ 


tor | and applied dividends to policyholde 
This was | 
when there was | 


matured losses, endowments and «a 
surrender values should be deduw 
from gross premiums before the rate 
taxation is applied to the premium 


| come, 


4. The above method of taxat 
should be made uniform throughout 
country. 


Philadelphia’s Death Rate Better 


Deaths from all causes in Philadel 
last year numbered 24,997, or 12.51 


the preceding year. 

The 1924 record closely approad 
when the rate was 1! 
the city’s history. 
decided decrease in 
principal causes of deaths, heart dise 
tuberculosis of the lungs, pneumonia 
kidney diseases. The pneumonia mo 
ity has now reached the lowest point 
the city’s hsitory. Fatal automobile 
cidents and infant mortality also s 
notable decreases. There were 4! 
births reported here in 1924 and 4 
in 1923. 


the lowest in 


Interesting Study in 
International Life's 


Analysis of Claims Pi 


HE digest of the death claims 

by the International Life of St. L 
in 1923 provides an interesting stud) 
those who are wont to put off the 
chase of life insurance. The com 
paid $1,037,584.09 to the beneficiare 
406 policyholders who had paid 
company $302,692.09 in prem 
These policies had been in force! 
few days to 21 years, 31 being in! 
less than one year. ; 

Of the policies in force for five 
or less the following results are I 
31 policies in force one year oF 
premiums, $9,427,60; paid, $159,1* 
26 policies in force two years oF 
$6,990.53; paid, $88,5% 
in force three years i 
$11,615.10; paid, $59.%* 
in force four years oF 
$17,825.16: paid, $95.2" 
41 policies in force five years of 
premiums, $10,598.79; paid, $60.1 

Most of the early death claims 
due to accidents or pneumonia 


34 policies 
premiums, 
43 policies 
| premiums, 
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‘sr Inter-South Life I C 
ieee nter-ooutmnern Lire insurance Uo. 
es andy ‘ - 
eat pa Louisville, Kentucky 
iT, 
ubted ¢ ° 
r full | JAMES R. DUFFIN, President 
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aying ( 
Portion Annual Statement, December 24, 1924 
ance to 
— ASSETS LIABILITIES 
ial of Mortgage Loans on Real Estate...................$ 4,053,835.75 Reserve on policies invested in approved securities 
eS recer Keal Estate, including the Home Office Building deposited with the Treasurer of the State of 
Pe owned by the Company in fee simple........... 3.470,787.77 Kentucky, and policy loans....................$ 9,849,739.77 
_—a I DAE ce cnnnnses choad dbdatdsiagsecatneveeos 2,444.216.06 Reserve for death losses reported, for which no 
—— United States Bonds and other Bonds and Stocks... 311,349.75 proofs have been received.................005. 51,230.75 
eee Oe ee ee 393,966.11 Deposits with the Company on Interest............ 627,000.60 
adhe Sy We: Jcadadsaddcnenceéedeetea tons 271,124.90 SERGE BE 20 DEED, a. cnnnnteeeeeesnneneseawen 55,000.00 
coll Net uncollected and deferred premiums on policies Reserve for taxes and similar items................ 82,026.62 
r wher PCC See eet ere Br. Se ee NL oe 334,606.87 ee PETITE Tt The. Cree 1,020,846.24 
ic sugaml Premium notes within reserve...................- 107,065.21 
rial rea Other secured assets............02eeeeeeeeeeeeeess 188,438.77 
“taxed Interest and rents due and accrued................ 110,452.79 
should Furniture and Fixtures in Home Office and all 
adequat i tiie Uecddentebanaeeeeneeeee ane Charged Off 
Dartmer a ane “ OT 
meal Ee ee $11,685,843.98 I cn os uarkeceyekeess en ereuat $11,685,843.98 
ims, d 
met as « inwiau Su cuind Guhe Ghdiuh seandins Mheneeed ees es «al $101,580,000.00 
ed to Capital surplus and reserve for the protection of policyholders ......... 11,497,586.61 
ance, ¢ Payments made to policyholders and beneficiaries since organization .. 10,280,000.00 
cyholde 
— The Company has closed an unusually successful year and shows remarkable gains in assets, reserves, income, earnings and insurance in force 
he rate ° 
miun @™@ Nineteenth Year 
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OHIO 


The Peoples Life has entered the State of Ohio. This step is con- 
sistent with the splendid growth and progress that the Company 
is making. 





In this State we have an exceedingly large amount of choice ter- 
ritory available. For men, who believe in hard work—who are 
ambitious and who desire to represent a company that can give 
them salable policies and real service, the People’s Life has a place. 
If you believe that you are one of these men write E. J. Cotter, 
Assistant Secretary, today. We can show you that Peoples Life 
policies, service and cooperation will give you a decided advantage. 





Chicago, Illinois 


A. M. Griffin 





f Address Home Office with reference State Supt. Missouri 
: 505 Lombard Building to available territory in Illinois Baltimore Hotel 
Indianapolis, Indiana and Ohio Kansas City, Mo. 
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nsurance Company 


OF DES MOINES, IOWA. 
Organized 1967 
Now entering upon its 19th year. Over $20,000,000.00 in force. 


Assets close to Two Million. Legal Reserve One Million and a Half. 
Surplus to Policyholders over Quarter of Million. 


Home Office 


Des Meines, Iowa 


State Branch Offices: 








Sioux City, lowa Mankato, Minn. Lincoln, Neb. Topeka, Kans. | 














THE OLD LINE 





CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 
Liberal Contracts 


CEDAR 
samiad [Up-To-Date Policies 
‘Iowa, South Dakota, Minnesota, Nebraska 


~ 




















Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a hal) 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 














Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating’’ insurance if “dividends’’ were 
decreased or passed. 


Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the- low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 

















’ “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $166 The 


National Underwriter Company, 1362 Insurance Exchange. Chicago. 








| GREAT WEST MEETING 


| 
io DAKOTA CONFERENCE 


| Hatcher Bros. Called In Their Agents 
to Discuss Plans for Bigger Busi- 
ness Development 





| North Dakota agents for the Great 
| West Life held their annual meeting in 
Fargo last week. This was a meeting of 
full time agents. M. H. Bingeman, from 
the home office agency department and 
J. W. B. Gilbert, in charge of the credit 
| department, were present. 
| The feature of the meeting was the 
| announcement by W. N. Hatcher of 
plans for co-operating with all of the 
| bankers of North Dakota in an effort to 
| aid in the development of a more bal- 
anced farming system, on the part of 
| Hatcher Bros., state agents for the com- 
| pany. 


Blank Charts Prepared 


| Large blank charts have been_pre- 


| Dakota by Hatcher Bros. 


pared and sent to every bank in North 
These charts 
contains spaces for scheduling the 
amount of money handled through that 
bank for cream, livestock, poultry and 


| eggs each month, with another column 


allowing for comparison with the previ- 
ous year. Blanks are also furnished each 
bank on which to keep a daily record of 
these funds. 

“Many of the banks are already keep- 
ing this kind of a record,” said Mr. 
Hatcher, in announcing the purpose of 
this plan, but there is not uniformity of 
effort. With these charts every bank 
will have a space provided where it may 
set forth the monthly record on each of 
these items.. 


Community Can Watch Development 


“The idea is that the charts are to be 
hung in the bank so that all patrons 


| may see just what that community is do- 


ing in the development of ‘these impor- 
tant farming lines. It is our belief that 
seeing what other farmers are receiving 
for this produce will stimulate many 


| farm patrons of the bank to get into the 


game. 

“North Dakota people are paying their 
debts. Some of the farmers had not 
paid their taxes for five years but they 
are cleaning up this year. We know 
that this is a ‘debt paying year’ and not 
a “buying year” but life insurance is a 


| debt that they owe to their families and 





to their estates.” 

H. Carpenter, associated with 
Hatcher Bros. as superintendent of the 
bank department, has worked out these 
charts. 


Get Dr. Coulter’s Cooperation 


The co-operation of Dr. Coulter, presi- 
dent of the North Dakota Agriculaurah 
College at Fargo, is pledged in getting 
county agents to urge that banks follow 
up these plans. 

Working on government statistics, 
Mr. Hatcher has figured that North Da- 
kota land under cultivation is worth 
about $35 per acre on an average for the 
entire state. The 1924 crop is worth 50 
percent of the value of the land. In ar- 
riving at these conclusions Mr. Hatcher 
figured wheat at $1.25 per bushel which 
was 15 cents less than the price of 
wheat at that time. 

The mail canvass proposition was dis- 
cussed and the opinion voiced that an 
increase of business would be experi- 
enced on strength of it. The Great West 
is taking up a new policy similar to a 
group policy. Ifa firm takes out $20,000 
for its employees, the payments are to 
be made monthly through a deduction 
of the wages and the payments are very 
small per month. 


Will Hold Annual Meeting 
The annual meeting of the John Han- 
cock will be held at the home office Feb. 
9-10. There will be a theatre party on 
the evening of the first day and the con- 
vention will close with a lIyncheon at 
the Copley Plaza the second day. 


CAMPAIGN IS PLANN 


NATIONAL L. & A. AGENTS yy 





Year’s Program Outlined to Field 
in Conference at Home 
Office 





NASHVILLE, TENN., Jan. 
Plans for another intensive camp 
in the new year had the right of 
in the conference of officials and § 
representatives of the National Life 
Accident. The final day was feat, 
by the annual reunion and banquet, 
arrangements for which were in cha 
of W. R. Craig, Jr. There were 
attendants at the dance given the § 
night at the auditorium of the h 
building. Service pins were awar 
Saturday morning to 17 employes 
have been with the company 15 yeg 

President C. A. Craig presided at 
exercises the first morning, when a 
ments for 1925 were discussed, g 
Vice-president T. Leigh Thompson y 
in the chair in the afternoon, when { 
casualty department, of which he 
manager, was reviewed. The allotm 
applying to all departments of the o 
pany’s business, to agents, superint 
ents and managers, were given in de 
by President Craig. 


Promotions Announced 


Announcement was made that Geo 
D. Wright, formerly manager of the 
Louis district, has been promoted to 
managership of the northwestern & 
sion, including Kansas, Chicago, 
St. Louis, part of Kentucky and all 
Illinois, Indiana and Missouri. 
Wright has been with the company i 
20 years and is regarded as one of 
most competent field men. He w 
presented to the conference and ma 
an appropriate talk of acknowledgme 

Announcement was made of the dé 
sion to have two districts instead of0 
in St. Louis. E. P. Boggess, formet 
supervisor of the northwestern divisi¢ 
was made manager of one of the & 
tricts, and J. A. Stumb, who has be 
with the company for years, rising fm 
agent to manager, was put in charge 
the other. 

Announcement was also made th 
W. L. Knight, superintendent in a Meg 
phis distfict, has been made managef! 
a new district in Jonesboro, Ark. 5 
was pregented with a prize for leadi 
the whole field in lifesproduction dum 
the year. J. R:» Wingate of New 0 
leans, R..H. Skipner of Detroit and 
W. Cook: of Tyler, Tex., also receit 
prizes for outstanding accomplishmes 
in the same line. 


Craig Reviews Growth 


There were 152 representatives 0% 
company from the 100 district oft 
scattered over 21 states in attendat 
including district managers and super" 
ors and also 52 leaders from all dep# 
ments to whom the trip came as 2 # 
cial reward for their work. Every @ 
trict was represented, from Los Ange 
and San Diego, Cal., to Pittsburgh # 
Philadelphia and from Detroit to % 
Orieans. ; 

President Craig in his talk review 
the growth of the company. rea 
ized in 1902 and the assets at the ci 
of that year were a little over $33.00 
Today its assets are $13,000,000. Its® 
come at the end of 1902 was only $1 
000; number of apolicies in force 2%. : 
claims paid that year amounted to 
G00. Its income in 1924 was $13,000) 
there are over 1,500,000 policies fort 
and claims paid during the past! 
amounted to over $4,500,000. 





Are Asked to Resign 


ar 
The following employes of the — 
ance department of Pennsylvania", 
been asked by Governor Pinchot 
sign, in connection with chatt™ i. 
political activity: A. G. Costell® i¢ 
aminer of life insurance 
Peter Corrigan, assistant insP 
J. C. Longbotham, assistant ¢%# 








All three are Philadelphians. 
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Salesman’s Comment 
on His Experience 


In Marathon Race 
LLIOTT C. WILLIAMS of the 


Aetna Life office in Chicago was an 
nctive participant recently in the in- 
surance marathon race to try to beat the 
ecord on number of applications in a 
ingle month. He was outdistanced by 
other rivals, but he secured 189 applica- 
jons, resulting in about $450,000 insur- 
ance. Mr. Williams in commenting on his 
experience during the month said that 


e was surprised to find a number of | 


people, enjoying a fairly good income, 
‘ho carried no insurance at all, Seem- 
ingly they had not been solicited or if 
so, had not been persuaded. 


Use of Reserve Power 


Another feature that appealed to Mr. 
Williams was the amount of reserve 
power that a man has, that he can 
call into play under pressure. Mr. 
Williams is convinced that life insurance 
men waste a lot of valuable time that 
might be very profitably employed. 
While he would not suggest as stren- 


uous a month continously as he put in | 


during October, yet he does feel that 
life salesmen can speed up considerably 
to their own great advantage. Mr. 
Williams said that in going out on a 
race of this kind both brain and foot- 
work are required. He started early 
in the morning, kept on the go all day, 
returned to the office to arrange for 
medical examinations and make appoint- 
ments for the evening. He worked 
amost every week day evening, round- 
ing up prospects here and there. Mr. 
Williams studied the best use that he 
could make of the time that he had. 


Plenty of Prospects 


When asked if at any time he ran 

out of prospects, he said that the more 
he worked the greater number of pros- 
pects appeared in front of him. In 
approaching a man he explained in brief 
what the insurance marathon race meant 
in the way of number of applications a 
month. He interested his prospects in 
what he was trying to do. He made a 
short, rapid fire canvass and put up 
to a man a definite proposition. He 
sold very few half-rate and term poli- 
cies. Most of his insurance was on 
the ordinary life or endowment at age 
65. 
_ Mr. Williams said that he was careful 
in his strenuous race during October 
not to kill any prospects for the future. 
That is, he did not force a man through 
for a smaller amount if he thought later 
on he could get him for a larger amount. 
One of the after effects of the October 
race is the fact that he has increased 
some of the men, that he insured to 
higher amounts. The actual hangover 
trom this month has kept him very busy 
during November. Mr. Williams is 
thoroughly enthusiastic over his work 
and the Aetna Life. He is a graduate 
ot Princeton and a man well versed in 
his profession. 


Joins Bankers Publicity Staff 


John H. McCarroll, for three years | 


with the Davenport “Daily Times,” and 


Prior to that time with the Ottumwa | 
Daily Courier,” has gone with the | 


Bankers Life of Iowa as assistant to 
Bert F. Mills, publicity man. He has 
already entered upon his duties. 


Getting Some Good Men 


“The Bailey System” of Chicago | 
which is the northwest department of | 
the Inter-Southern Life of Louisville, | 


has recently associated with it, G. 


Norwood, formerly with the Bankers | 
Life; M. F. Nicholson, of the National | 


Life U. S. A.; D. A. McCarthy formerly 


with the Bankers Life; John Dodds, | 


formerly with the Aetna Life; Downing 
Nelson, formerly with the Mutual Life 


of New York; S. A. Golden, formerly | 
M 


With the Bankers Life, and ; : 
O'Meara formerly with the Aetna Life. 











A Crossword Puzzle 


Special Agency 
Opportunities 
Now Open 


Tuscon, Arizona 
Bakersfield, Calif. 
Grand Junction, Colo. 
Springfield, Ill. 
Terre Haute, Ind. 
Marshalltown, Iowa 
Hutchinson, Kansas 
Port Huron, Mich. 
Willmar, Minn. 

St. Louis, Mo. 
Billings, Mont. 
Santa Fe, New Mexico 
Camden, N. J. 
Asheville, N. C. 
Miller, S. D. 
Steubenville, Ohio 
Guthrie, Oklahoma 
Portland, Oregon 
Harrisburg, Pa. 
Knoxville, Tenn. 
Marshall, Texas 
Everett, Washington 
Madison, Wisconsin 
Lynchburg, W. Va. 


may offer “a substitute for service.” Its 
answer would baffle us because we can think 
of no substitute for the helpfulness of direct 
and earnest co-operation. 


Lincoln National Life officers have been 
under fire as practical field men and in the 
years gone by have wrestled with the every 
day problems of the agent. Their experience 
taught them that no makeshift can take the 
place of the assurance of direct backing from 


the Home Office. 


Practical training for beginners, circu- 
larizing prospects, prompt issuance of pol- 
icies are helps for which there are no sub- 
stitutes. 


Because the Lincoln National Life prac- 
tices the principle of steadfast service to its 
field men, it pays to 








LINK UP()witn THE LINCOLN) 





The 


Lincoln National Life 
Insurance Company 


‘“*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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Come to Florida 
with the 
Pan-American Life Insurance Co. 


Florida—the land of perpetual sunshine and 
flowers, of progress and prosperity. 


Florida is not only a delightful place to make 
your home, but it is becoming more prosperous year 
by year. Its development is increasing from within 
and from without. 


In addition to its inherent wealth, vast streams 
of money are pouring in from all parts of the coun- 
try. 


The Pan-American Life has two fine General 
Agency openings in Florida—one at Jacksonville 
and one at Miami. These chances will be snapped 
up immediately, and delay may mean disappoint- 
ment. In writing give a history of your past ex- 
perience and qualifications. 


Pan-American service includes— 


Educational Course. 

Individual Sales Planning. 

Aid in Organization and Business Building. 

Unexcelled Policies—Life, Group, Child’s Edu- 
cational and all forms of Accident and Health. 


Address 
E. G. SIMMONS, 


Vice President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S. A. 


CRAWFORD H. ELLIS 
President 











PROPOSED TAX CHANGE DEAp 





Measure Proposed By Teachers to Ip. 
crease Tax Through Initiative 
Privilege Fails of Support 





LANSING, MICH., Jan. 6.—Juhbilg. 
tion was general in Michigan insurang 
circles when it was conceded by the de. 
partment of state that the Michiga 
State Teachers’ Association effort to pu 
over an added tax on the business oj 
non-Michigan insurance companies op- 
erating here had virtually “died a-borp 
ing.” 

Failure of the measure was assured 
when but little more than half the neces 
sary signatures to initiate the teachers 
proposed bill had been filed with the 
secretary of state on the final day for 
that action to bring the, measure before 
the January session of the legislature or 
before the people at the April election 
It was the first attempt ever made t 
utilize the initiative provision of the 
state constitution in promoting a bill 
Approximately 95,000 signatures were 
required and less than 60,000 were re- 
ceived by the state department. It is 
claimed that nearly 10,000 of the signa- 
tures on file will be invalidated because 
of failure to comply with affidavit and 
other provisions. 

The plan of the teachers was to raise 
the level of taxation on the business of 
all foreign insurance companies to a 
straight 3 percent and to place an 
added tax on inheritances in order to 
obtain ‘about $6,000,000 more annually 
for the primary school fund. It was 
argued that this extra money was neces- 
sary to add to school facilities in sparsely 
populated rural districts but the Michi- 
gan State Grange, a farm organization, 
condemned the proposal and charged 
it was an attempt of the teachers to 
raise their own salaries. The Michigan 
Real Estate Association, several cham- 
bers of commerce and other business or- 
ganizations went on record against the 
plan and it became evident soon that 
difficulty was to be encountered in ob- 
taining sufficient signatures, despite the 
closely knit organization the teachers 
presented. 

Leonhard T. Hands, state insurance 
commissioner, was among the most ac- 
tive foes of the plan, condemning it 
from the first and nailing some state- 
ments made in propaganda circulated 
favor of the scheme. It was declared 
that no Michigan insurance companies 
would be affected by the additional tax 
but Commissioner Hands _ showed 
through automatic action of retaliatory 
laws in other states, Michigan companies 
would be harder hit than their out-o- 
state competitors as they would be 
forced to pay the added tax in every 
other state where other companies woul 
pav it only in Michigan. | 

Michigan life and casualty companies 
the ones most affected under the bill 
were prepared to wage a relentless fight 
on the measure had it obtained suit- 
cient signatures to put it before the 
legislature. 


Michigan Mutual Doubles Capital 


Amended articles of incorporation and 
an increase in capitalization from $250, 
000 to $500,000 were filed last week by 
the Michigan Mutual Life of Detroit. 
The amended articles, according © 
Commissioner Hands conform to tie 
new state insurance act. The increase 
in capitalization, which was amply just 
fied by the strong condition of the com- 
pany, according to the commissioner, a 
is thought in Michigan insurance circles 
may be the preliminary step toward @ 
stock dividend. 


One of the prominent weddings of S 
holiday season at Minneapolis was t 


of Miss Barbara Van Tuyl, daughter ¢ 
Cc. W. Van Tuyl of the State Mutusl. # 
M. C. Molstad of Washington, D. ©. 
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EARLY FIGURES OF 


THE LIFE COMPANIES 


(CONTINUED FROM PAGE 1) 


900,060 in force, though the company did 
not actually expect to attain this figure. 
[The preliminary report for the year, 
however, shows the business in force 
as $101,000,000. The terminations have 
been very little less than 10 percent and 
those attributable to nonpayment of 
premiums or straight lapses came within 
6 percent. Mortality has been about 31 
percent and interest on the assets over 
6 percent. The Peoria Life has set a 
goal of $32,000,600 paid for business for 
1925 and has laid plans for intensive 
work. The company is expecting to fill 
in intensively the territory in which it is 
already operating and give particular 
attention to the development of Ohio, a 
new state for the Peoria Life, and pos- 
sibly one other state. 
Continental Life of Delaware 


The Continental Life of Wilmington, 
Del., always issues its annual financial 
statement early in the year, before most 
of the other companies have completed 
their returns. This year the company 
makes a most excellent statement. Its 
assets are $7,097,913, which by the way 
are 135 percent of the liabilities. The 
capital is $730,720 and the net surplus 
above capital and all other liabilities is 
$1,100,271, which gives policyholders 
surplus of $1,830,991. This gives the 
company strong financial ballast. The 
Continental Life is in a financial position 
to take care of every obligation and also 
to push ahead for business. It has 
ample surplus for all contingencies. The 
insurance in force is $53,501,815, an 
increase of 13 percent. The statement 
indicates that the Continental Life has 
rounded out the year exceptionally well 
and is continuing a sound and conserva- 
tive program. 

American Life Reinsurance 
Breaking all previous records in its 
six years business, the American Life 
Reinsurance of Dallas closed its books 
Dec. 31 with a total of $49,250,000 of 
insurance in force A. C. Bigger, presi- 
dent of the company, announced. At 
the close of business a year ago the 
company had $41,216,242 in force. The 
company does a reinsurance business in 
practically every state in the union. 
About a year ago it began a direct writ- 
ing business. During the year some 
$7,000,000 insurance was sold in the 
direct writing department. 

Inter-Southern Life 


The Inter-Southern Life reached 
$100,000,000 insurance in force. Decem- 
ber was the largest month in its history. 
Its organization paid for $6,000,000. Its 
paid-for business last year will reach 
$21,000,000. It appears now that the 
company will have three men who paid 
tor more than $1,000,000 of personal 
business each last year. 

ice-President Gordon Thomson of 
the West Coast Life of San Francisco 
stated that 1924 was the greatest year 
in its history. Insurance in force reached 
5+5,000,000 covering 40,963 people. Busi- 
hess tor 1924 was more than $24,000,000, 
4 gain of 20 percent over 1923. Assets 
as of Dec. 31 were in excess of $10,- 
290,000 and the surplus account showed 
4 gain over more than $250,000. 

Western States Life 

_ The Western States Life of San Fran- 
Cisco wrote 8,800 policies for an amount 
of $24,000,000, according to President 
ee Saunders, a gain of more than 
$2,300,000. The insurance in force 
shows a gain ‘of $12,000,000, reaching 
57,200,000. Assets as of Dec. 31 were 
$10,860,000, a gain of $1,800,000. The 
reserve deposited by the company in 
approved securities with the state of 
California under the optional law. 
‘mounts to $7,600,000, an increase of 
conn, 8 1+300,000. The total premium in- 
-ome tor 1924 amounted to $3.275.000. an 
merease of more than $500,000. The 


total income f 

or the year ex 
$4,000,000. cnPeage. 
Estimated figures announced by the 





Illinois Life as of Dec. 31 showed total 
business in force of $157,000,000, an 1n- 
crease of $7,000,000 over the 1923 fig- 
ures. Admitted assets of the company 
are reported at $26,500,000, an increase 
of $2,750,000. The company’s income 
for 1924 was $6,000,000 and the total of 
capital surplus in special funds is now 
$5.000,000. The Illinois Life has paid 
policyholders and beneficiaries $26,750,- 
600 since its organization. 
Good Gains Shown 


Notable among the increases was that 
shown by the Canada Life, which 
showed an increase in new business of 
very nearly 30 percent. The Canada 
Life reports $105,528,845 new paid for 
business in 1924, compared with $79,- 
176,024 in 1923. Insurance in force was 
increased for $73,244,500, bringing the 
total insurance in force to $478,511,709. 

The New York Life in its preliminary 
report shows new paid for business in 
1924 of approximately $746,000,000, com- 
pared with $693,000,000 in 1923. The 
company showed a gain in insurance in 
force of approximately $310,000,000, 
bringing the total insurance in force to 
about $4,686,000,000. 

The Penn Mutual Life reports new 
paid for business of $195,886,810 in 1924. 
Its 1923 total was $190,320,592. The in- 
crease in insurance in force during 1924 
was $97,421,908. 

Massachusetts Mutual 


The Massachusetts Mutual report for 
1924 shows paid for business of $189,- 
283,765, compared with $167,418,905 in 
1923. The company increased its in- 
surance in force by $123,075,000. 

The John Hancock Mutual in its pre- 
liminary report shows new ordinary 
business paid for in 1924 of approx- 
imately $183,000,000 and new industrial 
business of $154,000,000, making a total 
of $337,000,000, compared with $296,- 
853,245 in 1923. Insurance in force was 
increased by approximately $169,000,000 
during 1924. 

The National Guardian Life of Wis- 
consin has published its annual state- 
ment for 1924, showing new business 
during the year of $6,272,752. Insurance 
in force is now $27,013,817, a gain of 
$3,613,351. Total admitted assets are 
$2,904,777 and net surplus not including 
capital of $100,000 is now $369,910. The 
premium income in 1924 was $795,462 
and total income was $988,581. The 
company paid policyholders and bene- 
ficiaries $221,199 in 1924, total disburse- 
ments being $525,869. 

The Southwestern Life of Texas, in 
its preliminary annual statement, shows 
total assets of $16,873,566 and net sur- 
plus, exclusive of $1,000,000 capital of 
$1,087,352. New business during 1924 
on a paid basis amounted to $43,290,379 
and insurance in force was brought up 
to $57,864,849, a gain of $24,652,635. 


Total premium income in 1924 was 
$4,167,661 and total income was $5,- 
472,214. The company paid policyhold 


ers and beneficiaries $1,166,887 and total 
disbursements of $3,056,229. 
Peoples Life of Chicage 

The Peoples Life of Chicago will 
show a gain of a million in insurance 
in force in its annual statement soon to 
be published and also a gain in surplus. 
Despite the heavy lapse rate of many 
months ago, due to members of a cer- 
tain class terminating their insurance 
when the new management took hold, 
the Peoples Life has made up all these 
losses and has showed a steady gain 
each month. 

The Lincoln National shows $112,170,- 
000 new paid for business in 1924 as 
against. $111,954,000 in 1923. It now has 
$345,000,000 in force and a mortality 
ratio for 1924 of 43 percent of expected. 

The Fidelity Mutual announces a 
total of $49,169,959 in new paid for, 
making $292,470,470,739 total insurance 
in force at the close of business Dec. 
31, 1924. The figures for 1923 new 
paid for was $48,650,000. 

The Provident Mutual, sharing in the 
general boom, announces $96,673,000 
new paid for, an increase of $3,578,000 
over the total for 1923. The Provident’s 


written business exceeded $104,000,000 
last year. 


LIFE INSURANCE EDITION 








The Systeman 
| Security Holder 


is the best leather container on the 
market designed to provide a place for 
Insurance policies, bonds and other 
valuable papers. 


aes 


wb a Baas’ 


Your client will appreciate that such 
a holder typifies quality service. The 
goodwill that it creates will be far in 
excess of its cost to you. It helps de- 
liver extra policies. Use the coupon 
below. An examination of the Holder 
will convince you. 


The Price is $2.25. 

There is a large size at $3.15. 

Liberal quantity discounts. 

In lots of 25 or more your name printed on holder 
witho ut charge. 


I would like to examine a Systeman 
Security Holder. If I decide to keep it 


E. be KAUF MANN I will remit $2.25 within ten days. If 


| 

1 
Room 700, Austin Bldg. ' not, I will return the holder. 

111 W. Jackson Blvd. 

Chicago, III. , 

Telephone Wabash 3933 ' 




















HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. MORRISSETT, Vice-Pres. 


DAYTON, OHIO 
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PLANNING KANSAS CONGRESS | OHIO ASSOCIATION MEETING 





Topeka Association Arranges for Rec- | Hamlin Again Elected President—Rec- 


ord Sales Conference to Be 
Held Jan. 28 





TOPEKA, KAN.,, Jan. 7.—The an- | 


mual sales congress of the Kansas life 


ommends Increased Dues for 
Local Association 





elected for his fourth term as president 


underwriters is to be held in Topeka, of the Ohio Association of Life Under- 


Jan. 28. The Topeka Association at the 
meeting Saturday completed arrange- 
ments for the session which has become 
an annual event of importance to life in- 
surance men throughout the state. The 
congress is alternated between the larger 
cities of the state and Topeka so that 
the lectures and experiences of the men 
on the program may be made available 
for the largest possible number of life 
insurance men. 

The sessions of the sales congress this 
year wil Ibe held in the Elks Club audi- 
torium, the largest hall available for the 
purpose. It is expected that 250 to 300 


| writers at the third annual meeting of | 


| that body, held at Columbus. W. A. R. 
Bruehl, Jr., of Cincinnati was chosen 
vice-president and F. A. Lichtenberg of 
Columbus secretary. President Hamlin 


| recommended that the local associations 


increase their dues generall 
| ter service to members. 


: e said that a 
very important meeting of the National 


| executive committee would be held in 


New York City in March to discuss leg- 


| islation needed to protect policyholders. 


life men from outside Topeka will at- | 


tend the congress this year and ar- 
rangements have been made for a dinner 
for five hundred in the evening. 


Huebner Is Headliner 


The association this year has prepared 
a program that should be of unusual ap- 
peal to the life insurance agents in the 
state. Dr. S. S, Heubner, dean of the 
Wharton school of finance of the Uni- 
versity of Pennsylvania, will make the 
chief address of the session. Dr. Heub- 
wer has long been known as a specialist 
in individual economics and is expected 
to furnish the insurance men much val- 
uable information which they may use 
én selling insurance and in the arguments 
on economics which may be presented 
in persuading tt: prospect of the need 
of insurance. 

The “big gu * of the life insurance 
field will be Herbert S. Laflin, assistant 
counsel for the Northwestern Mutual 
Life of Milwaukee. His address will 
cover, to a considerable extent legal 














phases of the life insurance business and 
the contracts between the companies and 


to give bet- | 
amounts than men, so the amount of | 


| pendent 


the agents and the companies and the | 


policyholders. 


sas agents with wide and unusual expe- | 


rience who will discuss various phases 
of their activities for the benefit of the 
agents. 

Several general agents of the big com- 
panies have already announced special 
sessions of all field men and agents with 
company officials the day before the 
sales congress and the field men and 
agents will stay over for the congress. 


Ohio Taxes High 


COLUMBUS, O., Jan. 7.—Although 
the total insurance premoums in Ohio 
on all forms of insurance amounted to 
$200,000,000 last year, and the revenue 
paid by insurance companies amounting 
to over $4,000,000, only $74,000 was used 
to operate the insurance department. It 
is said here that the New York insur- 
ance department, with only half as much 
income spent nearly $500,000 on its in- 
surance department. 


| Number Seeking Life Insurance Tripled | Hartford Life Seeks Court Order { 


E. B. Hamlin of Cleveland was re- | 


| 
| 


MORE WOMEN NOW APPLYING SEEKS DISPOSITION OF FUND 





in Ten Years, John E. Reilly of 
Old Line Life Says 





Applications by women for insurance 


have tripled during the past 10 years, 
according to John E. Reilly, secretary- 
treasurer of the Old Line Life of Mil- 
waukee. “Ten years ago, applications by 
women constituted only about 5 percent 
of the totai number of applications re- 


ceived by our company,” said Mr. 
Reilly. “At present, the percentage is 
about 15. Women insure for smaller 


insurance they now apply for is only 
between 5 and 10 percent of the total. 
The fact that more women are now 
employed in industry and have inde- 
incomes from this source 
accounts for the increase in applications. 
Ten years ago, a large portion of women 
remained at home and had no income. 
Women’s taste runs to endowment in- 


de : | surance because they like the invest- 
In addition there will be several Kan- | 





ment feature.” 


Contest Winners Announced 


The Provident Mutual Life held an 
agency meeting Tuesday and Wednes- 
day this week at the home office in 
Philadelphia. The speakers included a 
number of the agents and company offi- 
cers. The meeting is held in connection 
with the announcement of the winners 
of a production contest held between 
Oct. 1 and Dec, 15 last year. The win- 
ner was the North Carolina agency, the 
manager of which is Paul W. Schenck. 
Detroit, Mich., came second. 

The contest was open to a limited 


field, from which each general agency | 


will be represented by its manager and 
several of the agents, the total attend- 
ance being perhaps 100. The field in- 
cludes North Carolina, Detroit, Brook- 
lyn, Albany, Boston, Pittsburgh, New 


Jersey, Buffalo, Harrisburg and Eastern | 


Pennsylvania. 


Disposition of Safety 
Fund 





$250,000. 


distributed when the insurance in force 
|is reduced, or not until it actually 
| reached the amount in the safety fund, 


according to the report of Commissioner 


Dunham to the governor. 


Annual Meeting Held 


About 700 policyholders of the Penn 
Mutual attended the annual policyhold- 
ers meeting to cast their ballots as the 
rules of the company forbid proxy bal- 
lots. Nine members of the board of 
trustees whose names were presented for 
reelection were returned to office by 
unanimous vote. The policyholders were 
entertained at luncheon according to the 
Penn Mutual’s custom. 


Grange Life Agency School 


The Grange Life, Lansing, Mich., is 
conducting a school of instruction for 
agents and agency managers this week. 
Warren Byrum, state agency manager, 
| is in charge and a full attendance of 
| agents is expected. 
| Officials of the Grange Life estimate 
| that the company has shown a li 
| percent increase in business during the 


past year. No business is done outside 
| the state. 
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In 1673 Joliet and Marquette explored this region. 


In 1823 the first steamboat reached St. Paul. 


The Treaty of Versailles, 1763, transferred the western portion of 
this territory to Spain. That part east of the Mississippi was ceded 
to Great Britain. 


The western part remained under Spanish control until 1803 when, 
after having been retransferred to France, it became a part of the 
United States with the Louisiana Purchase. 


The North Star State 


The first known white explorers to visit the territory now known 
as the State of Minnesota, were Radisson and Groseilliers, 1658-1659. 


Royal 


F. L. TUCKER, Northern Manager 


417 Palace Building 
Minneapolis, Minnesota 


Great Britain surrendered its title by the Treaty of Paris, 1783, and 
it was made part of the Northwest Territory by ordinance of 1787. 


Since that time the progress of the state in farming, industry and 
education has formed a bright spot in American history. 
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Union Life 
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Paid to Policyholders, Over $17,000,000.00 


Insurance in Force, Approximately $125,000, 





EARLE 










HARTFORD, CONN., Jan. 6.—Th 
Hartford Life plans to petition the nex 
session of the superior court for a judg. 
ment and order relative to the disposal 
of $125,000 in the safety fund of th 
| women’s division which is now deposited 

with the United States Security Truy 
Company. The Hartford Life has insur. 
| ance in force in the women’s division of 
$600,000, which will soon be reduced to 
Even if the same plan as is 
| prescribed for the men’s division is used 
| in the distribution, there is still a ques. 
tion as to whether the fund should bk 
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“REST HOME” IS ESTABLISHED 
















EARLE GETS THE OPINIONS | INTERNATIONAL LIFE’S BONUS 





COMPANY PRESIDENT INSURED 








ks Views of Philadelphia Life Men| Twenty-one Out of 40 Who Qualified | Independence Indemnity Insures Its | Travelers Opens Well Equipped Home 
As to What Underwriters Asso- Received Checks as Reward President for $1,000,000 Busi- For Convalescent Employes 
ciations Should Do for Production ness Insurance at Suffield 























William A. Searle, traveling assistant ST. LOUIS, MO., Jan. 7.—Checks Charles H. Holland, president of the The Travelers has established a “rest 
D the president of ‘the National Asso-| were sent out last week to the mem- Independence Indemnity of Philadel- | home” for employees only at Suffield, 15 
ation of Life Underwriters, is making | bers of the International Life Club. | phia, has had issued to him business life | miles from Hartford. The home has 
thorough canvass of Philadelphia,| Of the 40 members of the club who | insurance amounting to $1,000,000 in | model equipment and can care for 20 
westioning company officials, general | qualified but 21 received bonus checks. | behalf of the company. Mr. Holland is | convalescent cases. It is under the di- 


6.—The 
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a judg. 
disposal 
of the 




































eposite(ieents and big producers as to what | Those who fell by the wayside did so| a man of great personality, and has | rection of the department of medicine 
y Trust ey think the association should em- | or: (1) Failure to renew their business | made a success in building up a young | and hygiene of the Travelers, of which 
S$ Insur-MBhasize and work toward. The results | 4S much as 60 percent either as to vol-| company. When he became president,| Dr. Thomas H. Denne is in charge. 
ision of this inquiry will be submitted to | ume or number of applications; (2) fail- | the directors insured his life for $500,- | Suffield physicians will assist in the care 
uced tol/™President Clegg and the national trus-| re to write and pay for $25,000 the first | 990, Now the line will be increased to | of patients, who will be sent to the home 







es, and will be used as a basis of fu-| Six months of the new club year; (3) $1,000,000. Mr. Holland passed a very | on the advice of the home office medical 




















iN as is 
is used re activities. Mr. Searle is making a failure to write and pay for $25,000 the searching medical examination. So far | department. The majority of the cases 
a ques- Mest case of Philadelphia, as that city’s second six months. as is known, this is the only insurance | to be cared for will be convalescent hos- 
ould befMssociation now has the second largest The 21 men received a total of $6,466, | company president that has $1,000,000 | pital cases, employees with impaired 
n force fMnembership, the largest sales congresses of which $3800 was contributed to the | business insurance issued on his life. |nerves, and “borderline” cases, Dr. 
actually Mind the national president. so ot ~ —- "ahs —_—_—_——_ | Denne said. 
Bee. 2 ‘ ceived by each was the ratio of his re- | Atlantic Life Quits Oklahoma Metropolitan Canadian Building 
Power Company’s Group Policy newed business to the totaled renewed| The Atlantic Life of Richmond, Va., 
by all of the qualifying members. | has notified the Oklahoma insurance de- | _The Metropolitan Life has written the 


Six thousand employes of the North 


merican Light & Power Company and Among the outstanding accomplish-| partment of its intended withdrawal | city of Ottawa asking a fixed assess- 


ments of the club members was the | from Oklahoma. The reason cited by | ment on the new Canadian head office 



























s subsidiaries, operatin ublic utilities | ” . di : 
e Penn oukiar ssidcnatann we ri Rebe thee bonus of $1,527.44 paid to Jack V.| the company for this move is dissatis- | building which the company proposes to 
cyhold- sured under a group policy a Keenan of Kansas City, president of | faction with its agency connections. | erect early this year. The new proposed 
as the ravelers. The employes of the North the club, Three of the members re-| License to operate in the state was | building will be a magnificent structure 
xy bal- merican Light & Power Company, I!li- newed their business 100 per cent, N.| granted the Atlantic Life company in | on the corners of Sparks, Bank and 
ard of ois Power & Light Corporation, ’ Thi. H. Davis of Illinois topping the list | November, and the records show that | Wellington streets. The company’s 
ited for ie Teaction Inc. Misteal Peecr & with $208,000 of paid-for renewed 100/ 45 insurance has been written in the | offices will front on Wellington street 
ice by 6 | per cent. V. L. Whitmer, also of Illi- | state since that time. opposite the parliament buildings. The 
ight Company and other companies F . . - 
rs were MBontrolled by these companies or allied | — seamnes eens yA ee eee I estimated cost is $8,000,008. 
to the ith them are mainiy located in Illinois, ee 6 are in | Canada vs. United States a 
‘ 7 R. E. Leonard Is Promoted 






— a Kaneee, Oklahoma, | addition to the vear-end bonus as pro-| An international combat so to speak 
Yebraska, Ohio an yoming. vided by the club rules. is inaugurated in life insurance between Robert E. Leonard of Oklahoma City, 




























a : : ae | the Ontario Equitable Life & Accident | for several years leading salesman of 
ich., is January Assistant Managers’ Month c ion Held | of Waterloo, Ont., and the Continental | the Mid-Continent Life of Oklahoma 
on for On account of its managers’ meeting Agency Convention | Life of Wilmington, Del. The Conti- | City, has been brought into the official 
week MMBt Hartford this month, the Travelers, A. J. Hereford and associates of Chi- | nental made a challenge to the Ontario | ranks, having been appointed assistant 
inager, ollowing the precedent established last | cago, general agents of the Springfield | Equitable stating that its agency force | agency director. He will relieve Vice- 
nee of mm beptember when it inaugurated assistant | Life, held their annual agency meeting | could produce more business in January | President and Agency Director Edwin 
F managers’ month, largely on account of | last week. Mr. Hereford and C. R. St. | and February than the latter. The On-/| Starkey of some of his duties. Mr. 
timate HBbsences due to the Quebec convention, | John were in charge. The force is | tario Equitable is offering special bonus | Leonard is looked upon as the right man 
a ii has designated January as assistant | now engaged in transferring the Court | prizes during these two months in order | in this place as he has been with the 
ig the Mmanagers’ month. Letters from mana-| of Honor business to the Springfield | to stimulate production. | company for years, is an experienced 
yutside ers to the field bespeak for assistant | Life. All reported business conditions | The winner will be presented with the | man, very familiar with the territory 








managers whole-hearted cooperation. | in good shape. | flag of his country. | and the agents. 
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Mining, lumber, agriculture, manufacturing and a progressive people combine to make Minnesota a great com- 5 

mercial state. : 

Rich in natural resources and raw material Minnesota is able to send her products to the markets of the world by s 

way of unequalled natural and artificial highways—namely, the Great Lakes and seven navigable rivers. In ad- & 

dition, her large cities, Minneapolis and St. Paul, are the natural terminals for a number of great railway systems. % 

® 

Over these highways her products—iron ore, corn, wheat, oats, lumber, flour, meats, etc., travel to the marts of % 

the world—and return in the form of money to her people. ‘ 

Known as the “North Star” state this rich and growing commonwealth beckons as a guiding star to life under- ® 

writers looking for fertile fields of business. ® 

e 

Royal Union production continues to show a splendid increase in Minnesota. This company gives cooperation KC 

and service to agents that act as a friendly “North Star” in guiding their efforts. s 

* 

Des Moines, Iowa : 


A. C. Tucker, President Wm. Koch, Vice-President 
D. C. Costello, Secretary 
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The Business Life Boat 


G. K. Scruton of the Sedalia, Mo., 
“Democrat” in a recent issue character- 
izes insurance as the “business life 
boat.” Col. Scruton attacks his subject 
from the standpoint of ill-advised insur- 
ance taxation and the general abridge- 
ment of freedom of handling insurance 


funds. What he says is worth repeating. 
Here it is: 
“Insurance funds are perhaps the 


busiest and most helpful funds in the 
whole range of industrial and commer- 
cial activity. The private owner may 
hoard his capital, or even deplete it for 
running expenses rather than risk it in 
any investment. But insurance money 
must work, or the company fails. For 
this reason, and because insurance in 
some form is the principal foundation of 
commercial credit, the taxation and re- 
striction of insurance funds should be a 
matter for intelligent understanding 
rather than political prejudice. 

“With 48 new legislatures coming on, 
and in each a probable flood of insur- 
ance measures to be considered, there 


is necessity for combating foolish and 
ill-considered measures which interfere 
with sound business policies. Commu- 


nism would substitute mass taxation 
and obligation for individual saving. In- 
surance requires the individual to save 
for himself, and protect the public from 
his own disasters. It makes private con- 
servation and not public waste its creed; 
it puts a premium on individual inde- 
pendence instead of encouraging mass 
irresponsibility. Insurance builds up a 
tangible fact, available for those who 
will toil and save today; communism 
glibly promises to underwrite any fan- 
tastic shortage for any or all its people, 
without considering the effect on society 
as a whole. 

“Insurance legislation needs to be 
considered in the light of a business life- 
boat, a saving church, a personal sacri- 
fice to avert possible public mendicancy, 
and as an industrial anchor for the 
whole system of honest credits; not as 
a fair target for the professional 
destroyer.” 


Greeting the Treasure Ship 


Tue Eourrasce Lire of New York 
says to its agents that they can make 
their treasure ship come sailing into port 
during 1925. The Eguiraste declares 
that all signs point to a phenomenal life 
insurance business in this coming 12 
months, probably the greatest ever 
rolled up in a single year. The company 
is confident that its agency force as a 
whole will establish a new high record 


for total production. The EqgurtTasLe 
advises its agents to study their field, 
line up their prospects and formulate 
all plans for making 1925 a tip-top 
year. 

It seems to us that this is excellent 
advice. Business was never in better 
shape. The mental attitude of the 
whole country is buoyant. It is the time 
to plan for real business building. 


One Effect of Nonmedical 


Ir is expected by many that the ad- 


vent of nonmedical underwriting will 
arrest the growth of the “average 
policy.” 


For years the tendency has been up- 
The average amount applied for 
has grown as agency forces became 
more expert, as the value of the dollar 
went down, and as the public apprecia- 
tion of life insurance increased. 

The companies are fixing the amounts 
they will accept on the. nonmedical 
basis at a figure below their average 
policies. Needless to say many policies 
that might have gone in at $2,500 will 
now be for $2,000 if the latter figure is 
the nonmedical limit. Agents, feeling 


ward. 


doubtful of their ability to get a pros- 
pect to the doctor or wondering if the 
commission on $500 will compensate 
them for the effort of getting an exam- 
ination, will talk $2,000 instead of trying 
to make it $2,500. 

This reduction in the work the 
agent, this culmination of the part he 
formerly had to play in getting applicant 
and examiner together, will make “small 
look more attractive to many. 


of 


business” 
Volumes 
likely. 

The “average policy” may cease its 
growth, may even shrink.a bit, but the 
average amount of insurance carried by 
individuals is sure to grow. 


of nonmedical business seem 


Out to Beat His Quota 


A GENERAL agency in speaking of one 
of its men says that he is constantly 
“Out quota-ing” himself. This man is 
assigned a definite piece of work to do 
and he does more than he is asked. He 


is not satisfied with simply reaching the 
stipulated amount of business that is set 
by his office. His ambition is always to 
beat his quota. That is a wonderful 
program. 





George I. Cochran, president of the 
Pacific Mutual Life, returned to his 
home in Los Angeles last week from a 
four months’ visit to Europe. The ob- 
ject of the trip was to enjoy a complete 
rest and relaxation from business cares, 
rather than for the purpose of sight- 
seeing in the capacity of a tourist. How- 
ever, this did not prevent Mr. Cochran 
from observing conditions abroad. He 
states that in England, France, Hol- 
land and Belgium business was appar- 
ently flourishing, the people spending 
money lavishly. In the large cities, 
notably in London, Brussels and Paris, 
the business activities were on a parity 
with those observed in New York. “My 
idea,” he said, “from what I saw over 
there is that those countries will not 
longer be under the necessity of passing 
the hat in this country for American 
dollars to help them. People are spend- 
ing their money freely and give no indi- 
cation of anxiety. They all look happy. 
prosperous and certainly most active. 
People seem to have gone huskily to 
work, and seem to find their work en- 
joyable and profitable. That is the im- 
pression they give, anyway, and that is 
strong enough to imply ‘that the day 
for our keeping on ‘playing the role of 
generous ‘big brother’ is past. From 
what I casually noticed I am of the 
opinion that business is picking up all 
over the western world, and that pros- 
pects are good.” 


Arthur L. McKnight, who becomes 
manager of the general agency of the | 
Aetna Life at St. Louis, Mo., succeed- | 
ing John W. Estes, end Jay Alan 
Fiske, is a native of Texas and is a} 
former cowboy. He has been manager 
of the Aetna Life agency at El Paso, 
Tex., for 10 years. When he was 12 
vears of age he went with his parents 
to live at Amarillo, Tex., and for some 
time devoted his activities to a cattle 
ranch. He started in the life insurance 
business as an agent in the New York 
Life at Amarillo. George S. Williams, 
who was with the New York Life, and 
Mr. McKnight were appointed as agents 
of the company under the firm name of 
McKnight & Williams. They repre- 
sented the New York Life for two years 
and then took the agency of the North- 
western Mutual Life. The company 
withdrew from Texas on account of the 
Robertson law. McKnight & Williams 
therefore decided to represent the Pa- | 
cific Mutual Life. They later trans- 
ferred their allegiance to the Aetna Life 
when they found that the latter com- 
pany had decided to continue in Texas. 
They contracted therefore with Farrell 
& Harris of Dallas, in west Texas. The 
following year the Aetna Life estab- 
lished an agency in New Mexico with | 
McKnight & Williams as_ general 
agents. A short time later they also 
were given a separate contract for the 
Panhandle territory, becoming general 
agents for west Texas and New Mexico. 
In 1912 the firm -became McKnight & 
Scales, under which name it continued | 
until 1914 when the Amarillo agency 
was removed to El Paso with Mr. Mc- 
Knight at manager. He will retain his 
interest in the El Paso agency for the 
time being. 


Harry E. Blomgren, district agent of 
the Mutual Trust Life at Fort Dodge, 
Ta., has been appointed by President 
Coolidge as postmaster there, his com- 
mission taking effect Jan. 1. Mr. Blom- 
gren has been one of the most active and 
successful Mutual Trust agents in Iowa, 
and his activities in political, social and 
Masonic circles have made him a host 
of friends. 


Among the recent appointments by | 
Attorney General-elect Albert Ottinger | 
of New York, has been noted the name | 
of Francis R. Stoddard, former superin- | 
tendent of insurance of that state, who 
will be associated with Maj. John H. 
Clark in representing the state in the | 
gas litigation. This is one of the most 
important litigations to be taken over |! 


|} at 9:30 a. 


by the new attorney general. Becay 
ot the important questions involved th 
attorney general sought the best poss 
ble legal assistance outside of his offic 

Mr. Stoddard is practicing law at ¢ 
Exchange Place, New York, and is 
member of the firm of Greene & Hur 


C. A. Craig, president of the Nation 


Life & Acident, was presented lg 
week with the “Book of Remembrang 
by “Shield” men in 21 states. The cam 
paign for thus honoring their chief e 
| ecutive ran from Nov. 1 to Dec. | 
The men who succeeded in  writiy 
$5,000 were privileged to have the 
photographs appear in the book ané 


their names. The names of those pr 
ducing a good amount of ordinary lk 
tween Dec, 4 and 13 also appeared ; 

the book. The amount of examined 
business done during this campaign wa 


almost $4,000,000. The last week 
of the campaign surpassed all other 
cutstanding weeks of forme 
years, with 777 applications fe 
$1,311,000. This record excelled t 

next largest week by $250,000. T 

book was beautifully bound and wa 


greatly appreciated by President Craig 


Roswell H. Pickford, formerly special 
agent with the C. L. McMillan & Asso 
ciates home general agency of the 
Northwestern Mutual Life, who leave 
Milwaukee to become general se for 
the company at Cedar Rapids, Ia., was 
guest of honor at a meeting of the Gym 
Club Dec. 30. Mr. Pickford was pre 
sented with a golfing outfit, consisting 


| of clubs and bag, as a farewell gift. 


the fashionable ané 
well known suburb of chicago on th 
north shore of Lake Michigan, to hk 
disengaged from Chicago and attached 
to Milwaukee? Such seems to be th 
case at least in one direction. Rupert 

. Fry, president of the Old Line Lite 
of Milwaukee, has established his res- 
dence in Evanston and commutes back 
and forth every day. President Fr 
married a charming and beautiful Ch- 
cago woman and has taken a comfort 
ble apartment in Evanston. The truth 
of the matter is that President Fr 
spends as many hours at work in Mit 
waukee as he formerly did when he re 
sided there. He arrives in Milwaukee 
m. He cuts down his lunch 
hour and leaves at 4:30 or 5 o'clock fer 
Evanston. 

Mr. Fry’s real reason for living ™ 
Evanston is due to the fact that he # 
afflicted with asthma. His physician at- 
vised him to move away from Milwat 
kee, even if he went no farther tha 
50 miles to try the effect of a different 


Is Evanston, IIL, 


location. Mr. Fry finds his health 
considerably improved because of ths 
change. 

It is not likely that anyone will 
appointed to succeed Charles G. Taylor, 
Jr.. vice-president and actuary of the 
Atlantic Life of Richmond, Va., who 


going with the Association of Life In 
surance Presidents as assistant manage 
and actuary. His leaving will probably 
result in the realignment of executive 
duties without the appointment of any- 
one to fill the position. 


Neb. 
e hy, 
force of fe 
working 


‘ clock. 


L. C. Waring of Bloomington, 
a member of the field 
Bankers’ Life of Des Moines, 
afternoons from 1:30 until 6 
outdistanced most of the company: 
full time men, and earned a free trip 
the company’s school at El Paso, Tex. 
where he now is. Mr. Waring is a ruta 
mail carrier, who works daily at that 
task, and after he is through starts of 
to sell insurance. He began last Apri, 
and every Monday morning’s mail has 
brought one or more applications to the 
Lincoln agency, to which he is attached 

President R. W. Stevens of the It 
nois Life has achieved greatness and # 
the same time has had greatness thrust 
upon him. He has become a grant 
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tther. President Stevens now lays 
Haim to the fact that he is the youngest 
insurance presidential grandfather 
, America. He challenges all comers. 
ust he was getting his toes stuck 
ell in the sand as a president, he finds 
grandson “R, W. S.” handed to him 
n a suver platter. “R. W. S.” in this 
»stance does not stand for Raymond 

Stevens, Il, but it does stand for 
baymond W. Stafford, the first born of 
Ir. Stevens’ eldest daughter, Kathryn, 
ow Mrs. Webster Stafford. Mr. 
tafford, by the way is connected with 
1e producing forces of the Illinois Life 
eing manager of the Northwestern de- 
artment at Waukegan, IIL, and 
riting a handsome business. Grand- 
ther Stevens has added much to his 
ignity and solemnity since he was put 
1 the grandfathers’ class. 


Te 


as 


1s 


George H. Holden, who has been 
mnected with the staff of the “Insur- 
nce Press” of New York for a number 
f years, will hereafter be associated 
ith the business department. George 
olden has done a lot of first class 
ewspaper insurance reporting. He has 
een a familiar figure in the insurance 


istrict for 18 years, having served a 
umber of the papers. He has been a 
pecial contributor for some oi the 































apers, in addition to serving the “In- 
urance Press.” He is a graduate ol 


‘rinity College of Hartford. 


H. L. Conn, former Ohio superin- 
endent of insurance, who retired last 
week from the Ohio supreme court, has 
eft, in company with Mrs. Conn, for 
‘lorida to spend 30 days. For some 
ime Mrs. Conn has been in poor health. 
t has been reported that Judge Conn 
vould either return to the Ohio insur- 
ance department as superintendent cr 
ake a place on the Ohio utilities com- 
mission, but he said this week he had 
no announcement to make as to his 
ylans. 

Charles B. Christy, formerly of Bur- 
ington, Ia., but for several years secre- 
ary of the Merchants & Manufacturers 
Association of Phoenix, Ariz., and at the 
ime of his death district manager in 
Arizona for the Equitable Life of New 
‘ork, died there recently. He was 52 
rears old and a prominent citizen of 
*hoenix. Mr. Christy moved to Phoe- 
nix in 1891 and he had since resided 
here, serving as secretary of the state 
ward of institutions of Arizona under 
xovernor Thomas Campbell. He was 
listrict governor of Rotary and a leader 
hi many civic movements. 


C. S. Smith, editor of the “Shield,” 
the weekly publication put out by the 
National Life & Accident on the activi- 
ties of the company and its men, was 
highly honored on the occasion of the 
gcthering of the Shield Clan from 21 
states last week when they issued a 
special edition showing their apprecia- 
tion of his great and outstanding ser- 
vice. 

The company’s publicity department 
was officially opened in January, 1922, 
with Mr. Smith in charge. He edited 
the first issue of what was then known 
as the “Tennessee National News,” 
which was issued Feb. 21, 1922. The 
National Life & Accident in October, 
1922, adopted the shield as its trade- 
mark and the name of its house organ 
was changed to “The Shield.” Under 
Mr. Smith’s direction that publication 
has steadily expanded in size and in the 
character of its material until it is today 
regarded as one of the best and most 
widely read house organs put out by 
‘ny surance company. 


, George H. Cantrell, agent for the 
‘etna Life at Okmulgee, Okla., has 
‘tnounced to the world that he is 
ae a campaign this month to es- 
ablish a new world’s record for monthly 
Production of life insurance and has 
‘et as his goal a figure which he hopes 
will long stand unbroken. Mr. Cantrell 
‘S attempting to write 500 policies dur- 
mg January for a total of over $1,- 
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600,000. The present record is 381, held 
by Tom Eubanks of the Aetna Life at 
Searcy, Ark. Mr. Cantrell not only 
hopes to set the new record at 500, but 
expects to break the present record for 
one day’s total by writing 60 applications 
in one day. He worked out a well 
planned program for the month’s activi- 
ties and has already used extensive 
advertising and publicity. He has ap- 
pealed to the citizens of Okmulgee to 
bring to their home town the world’s 
record and the valuable publicity which 
wil come with it. As stated in an 
agency bulletin, “George Cantrell has 
not been able to strike an oil field and 
endow his beloved Okmulgee with $1,- 
000,000 as he would like to do, so during 
January he will place $1,000,000 of life 
insurance on her citizens, which he 
says will be the best way to make a 
million a month for Okmulgee.” 


Bert W. Gearheart of Columbus, for- 
mer Ohio superintendent of insurance, 
has retired as dean of the Y. M. C. A. 
law school in Columbus, because of the 
demands of his legal and insurance busi- 
ness. He will, however, teach some of 
the practice subjects in the advance 
classes. Mr. Gearheart has been dean 
of the college since 1917. 


John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, has postponed his Pacific 
coast trip, due to illness of his children 
with scarlet fever. Mr. Holcombe ex- 
pects to begin his western trip late in 
January. 





A. M. Hopkins, manager of agencies, 
Philadelphia Life, announces the mar- 
riage of his son, J. Walker Hopkins, to 
Miss Ruth Davis of Lansdowne, Pa. 
Bride and groom are now living at Rid- 
ley Park, Pa. 


Albert G. Ruben of the Minneapolis 


general agency of the Northwestern 
Mutual Life is out for a production 
record. Mr. Ruben since June 1 has 


written more than $2,000,000 of insur- 
ance for his company besides $1,000,000 
additional in way of surplus business 
not taken by his company. Much of 
Mr. Ruben’s business has been secured 
in Hollywood. 


Darby A. Day, Chicago manager of 
the Mutual Life, is one of the directors 
of the new Guardian National Bank, 
which opened its doors in Chicago the 
first of the year. It occupies the space 
vacated by the National City Bank, 
which is merged with the National Bank 
of the Republic. 

Henry J. Powell, manager of the Cin- 
cinnati-Louisville agency of the Equit- 
able Life of New York, was signally 
honored during a month’s campaign in 
his behalf. Early in November, Assist- 
ant Managers John W. Chenault and 
John M. Mulford started the ball rolling 
tor a Christmas present campaign. The 
volume of insurance written during the 
month amounted to $3,094,745 with 564 





This is No. 14 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones settmg forth Michigan Mu- 
tual opportunities. 




















Michigan Mutual Life Building 


Environment 


Good environment is all important for success. True, some 
institutions seem to get along in spite of it, but they are few 
and far between. 


Detroit has ever been the home of the Michigan Mutual. 
Detroit has prospered and advanced, and is now a mighty 
industrial and financial center. The Michigan Mutual has 
grown up in this environment. Constantly inspired by the 
success and spirit of its business and financial associates 
in the city, it presents to agents and general agents seek- 
ing the right company environment, an opportunity for 
growth, progress, success and advancement. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 








applications. 





The field for new men in the life in- 
surance business is clearly shown in the 
records of the producers of the Illinois 
Life, the first three offices in rank of the 
company’s home state production club 
being men of only a few months con- 
nection with the company and no pre- 
vious insurance experience. W. N. 
Stafford, manager of the northeastern 
Illinois district for the Illinois Life, is 
1925 president of the “Green Signal 
Club,” the company’s production club 
for Illinois. Mr. Stafford had no pre- 
vious insurance experience when he 
joined the Illinois Life a little over 
two years ago and has been a full time 
producer less than two years. R. A. N. 
Bernard of the Edwin Hansen agency 
at Chicago is the new first vice-president 
of the same club. Mr. Bernard had no 
previous insurance experience and has 
only been with the company since 
November, 1923. In addition, J. , 
Miller of Urbana, the second vice-presi- 





The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
pases in event of death or permanent total disability of the 
ather, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


. R. RAILEY, Manager E. L. BLACK, State Manager 


uthwestern Department P. O. Box 148 
401-2 Mercantile Bank Bldg. poet 
Dall Sone Little Rock, Arkansas 


W. H. SAVAGE, Vice-President 
Los Angeles, California 
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Education Never Ends 


The education of the agent stands out pre- 
eminently as one of the leading factors in the 
business of life insurance. 

Connecticut Mutual agents always have avail- 
able educational facilities of a high character. 
To them inure benefits involving Company and 
policyholder. 

Non-medical life insurance is the most recent 
general public benefit announced by— 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford Over 78 Years Old Conn. 


dent of the club has been with the com- 
pany slightly over a year. 

A. L. Noe personally wrote $1,009,000 
in life insurance in 1924, said to be the 
first to pass the $1,000,000 mark in 
Louisville. Mr. Noe is with the Com- 
monwealth Life in Louisville and man- 
ager of the home office agency. In 
addition to this business, he placed 
250,000 of excess and surplus lines with 
other companies. There were three 
$100,000 policies in his year’s business. 
His policies, however, averaged $15,,000 
and the premiums were slightly over $40 
per 1,000. 

Once a man gets the habit of leader- 
ship, it is hard to break him of it. For 
instance, Clayton M. Hunsicker, former 
president of the Philadelphia Associa- 
tion of Life Underwriters and home of- 
fice general agent of the Fidelity Mu- 
tual. “Clayt” has held more production 
records than any other man in the Fi- 
delity Mutual Life, and is still going 
| strong after more than a score of years 
| with the company. Consequently, no 
surprise was expressed at the announce- 





ment that he led the Fidelity field fo 
1924, also for December, 1924. His spe. 
cialty is business insurance, in which 
Mr. Hunsicker has achieved almost na. 
tion-wide fame. Usually there is 3 
struggle in the Fidelity ranks for seconé 
place, but first is generally conceded ty 
the veteran warhorse of the company, 
Probably the only other consistent 
_ holder of records in Mr. Hunsicker’ 
| class in Philadelphia is “Tom” Scott 
7 “Zoe leader of the Penn Mutual 
ife. 


C. A. Shaw, Penn Mutual Life agen 
at New Orleans, recently received a 
amusing complaint from a life insurance 
friend of his who visited Cuba and wrote 
a planter for $40,000 on the quarterly 
| basis. The first installment was paid 
| but the insured then allowed his policy 
| to lapse, saying: “When I took out the 
| policy I fully expected to fight a dud 
with Senor Macarabanca, and as he is; 
much better shot than I am, I wished 
to protect my family. Now, however, 
| the senor and I are the best of friends 
| The duel never came off, a Dios! ané 
| I do not need the policy.” 














LIFE AGENCY CHANGES 














HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 

PROTECTION FOR THE ENTIRE FAMILY 
This Company isgues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. Go0D CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 














EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 























| for New York Life—City Hall 
Branch Is Divided 








| New York Life in Chicago has been di- | 


| vided into two agencies. Ezra S. Smith, 
| who has been agency director since 1907, 


| becomes supervisor of agencies for the 


| central department. Simon Frederick- 
| son, who has been agency organizer, be- 
| comes agency director of the new City 


| 


| Hall branch, occupying the present quar- 


| ters of the Stock Exchange branch. S. | 


| H. Birgel is cashier of the City Hall 
| branch. 


| 
| 
| Omaha Man Advanced 


O. H. Menold, since 1907 agency di- 


| rector in Omaha for the New York Life, | 


| has been promoted to take charge of the 
Stock Exchange branch of the company 


| 
5 aero Rp ~ : 
|}in Chicago. This office is the oldest | 


The Stock Exchange branch of the | 


branch office of the New Yorks Life. | 


Mr. Menold left last week for an agency 
directors’ conference in Florida. He 
plans to take up his residence in Chi- 
| cago Feb. 1. e has been with the 
| New York Life 33 years, starting’ in 
| the field, and for the past 25 years has 
| been an agency director. 

Mr. Menold is to be succeeded by 
| Frank B. Summers, now agency director 
| for the New York Life at Calgary, Alta. 


EZRA SMITH IS PROMOTED | VAN WINKLE MADE MANAGER 





Becomes Supervisor Central Department | Oakland, Cal, Man Takes Charge d 


New Branch Office of Equitable 
of New York at Los Angeles 





Kellogg Van Winkle, unit manager 
of the Oakland, Cal., agency of th 
Equitable Life of New York, has bee 
appointed agency manager of the new 
southern California agency of the con- 
pany. As announced recently, the 
George A. Rathbun agency. will continu 
in charge of Los Angeles city business 
| of the Equitable, while the new agency, 
which is a branch of’ the home office, 
will handle the country territory. | 

Mr. Van Winkle entered the service 0 
the Equitable with the Alex. Shields 
agency in San Francisco in May, 192 
Some time later he was transferred t 
the Shapro agency in Oakland, a um 
manager, which position he has held 
| until his present promotion. _ Prior t 
entering the field of life underwriting 
with the Equitable he was a bond sales 


|man in San Francisco. Mr. Va 


| Winkle has been conspicuous as a big 
| personal producer, his volume of pai 


for new insurance last year being in th 
neighborhood of $500,000. He had 4 


| prominent part in the sessions of the 
| National Association of Life Under 


| The territory of the Omaha office in- | 


clues Nebraska except five northern 


: - ~~ 
| counties and six counties in southwest- | 


ern Iowa. 


writers at Los Angeles last year. 
Two new appointments of interes 


| have been made at Los Angeles 


Mr. Rathbun. Alex. A. Dewar 1s & 
pointed assistant manager, a promoti0 
from the position of agency supervise 
which he has held for the past ® 


—— 








New Policy 


Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
Broader Double Indemnity Clause 


Loans at.end of Second Year 


66 BROADWAY 





INSURANCE CO. 


ORGANIZED 1850 
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months. Mr. Dewar’s life insurance ex- 
perience has been entirely with this 
agency, with which he has been _con- 
nected for eight years. Miss Esther 
Parsons is made manager of the 
women’s department. She has been a 
member of the agency for less than 
a year, but has made a pronounced suc- 
cess, particularly in the writing of re- 
tirement annuities for business and pro- 
fessional women. 


AGENCIES ARE MERGED 





Two 





Kansas City Offices of International 
and Standard Join Forces 
Under Ballou 





KANSAS CITY, MO., Jan. 6.—The 
merging of the International Life and 
the Standard, has brought together the 
Kansas City agencies of these two com- 
panies, which are now handled from the 
former offices of the International 
agency, in the Victor building. Jack V. 
Keenan, formerly general agent of the 
International here, retains this title, 
but has turned over the management of 
the combined agency to Larry D. 
Ballou, and will give his entire time to 
his personal production. Mr. Keenan’s 
agency produced about $3,500,000 in 
1924; and he produced about $2,000,000 
of that himself. Relieved of the agency 
management, he is now free to “show 
what he can really do.” Mr. Ballou 
was general agent and branch manager 
of the Standard branch. He brings 
about 20 agents to augment the agency 
force of about 30, and the combined 
organization is functioning smoothly. 
Mr. Ballou plans to hold agency confer- 
ences weekly, bringing in the agents 
from the territory, western Missouri, 
once a month. Mr. Ballou has been in 
Kansas City eight years, formerly with 
the Mutual Life of New York, for three 
years with the Standard. 


Mutual Trust Advances Men 


The Mutual Trust Life of Chicago 
announces the appointment of L. R. 
Lunoe as manager of the company’s 
New England department with head- 
quarters at Boston, Mass. Mr. Lunoe 
has served as superintendent of agents 
in the home office for three years. Carl 
A. Peterson, former general agent of the 
company at Fort Dodge, Ia., has been 
brought into the home office as super- 
intendent of agents. John H. Ehn, 
former manager of the company’s New 
England department, will devote his 
entire time to the organization and de- 
velopment of Connecticut. 

Mr. Peterson started in the insurance 
business 16 years ago at the home office 
of the Mutual Trust and was appointed 
general agent at Fort Dodge, Ia., three 
years later which position he had held 
for 13 years. A year ago he was ap- 
pointed state agent for Iowa. 


Paul R. Schweich 


Paul R. Schweich, who with W. A. 
Rule opened the Kansas City, Mo., ter- 
ritory for the Lincoln National Life, 
establishing the agency as Rule & 
Schweich in August, 1922, has been 
made manager of this agency. Mr. Rule 
will remain with the company, doing 
special work in Kansas City, along the 
lines that he and Mr. Schweich devel- 
oped in this period. Mr. Schweich has 
been in life insurance ten vears, practi- 
cally ali that time in home office work. 

€ spent one year as a salesman with 
the Connecticut Mutual, then on March 
1, 1915, becoming superintendent of 
agents of the company that now is the 
Continental Life of St. Louis. The Kan- 
sas City agency territory includes west- 
tn Missouri and part of eastern Kansas. 

€ will spend a large part of his time 
‘his year in the territory. 


Walter Roebuck 


2 sae Security _Life of Canada _ an- 
pounces the appointment of Walter Roe- 
ot an agency manager for the 
hie o Toronto. Mr. Roebuck brings to 
of line appointment long experience 

ue imsurance work, having been em- 














ployed with the Metropolitan Life for | 


18 years. Of late years he was assistant 
superintendent for the company in a 
Toronto district. Having wide experi- 
ence in agency management Mr. Roe- 
buck should be a valuable acquisition to 
the Security Life organization. 





National of Canada Appointments 


. H. Ballantyne, manager for the 
National Life of Canada at Saskatoon, 
Sask., has been promoted to provincial 
manager for British Columbia, with 
headquarters at Vancouver. S. H. 
Mitchell will succeed Mr. Ballantyne at 
Saskatoon, and will be inspector for the 
company. Mortimer G. Crapper, who 
started with the National Life in 1914, 
has been appointed inspector at the 
Regina office. 





Paterson-Harvey Agency 


The Patterson-Harvey Agency has 
been organized at Dallas, S. D. to act as 
general agent of the Royal Union Life 
for a considerable part of South Dakota. 
Ernest O. Patterson and Harry L. Har- 
vey, who compose the new agency firm, 
have both been active in the life insur- 
ance field in that section, Mr. Patterson 
representing the Mutual Life of New 
York and Mr. Harvey the New York 
Life heretofore. 


William Colgan 





William Colgan, who has been general | 


agent for the Connecticut Mutual Life 


in Louisville, Ky., has resigned, effective | 


Feb. 1, to form the William Colgan 
Corporation. Mr. Colgan in his new 
work will devote his time to the handling 
of estates. He will offer information on 


the building, conservation and distribu- | 


tion of estates. He will also specialize 
on the application of federal and state 
inheritance taxes. His offices will be at 
1619 Starks building. 


E. A. Kelloway and W. F. Abernathy 


Roy H. Heartman of Des Moines, | 
agency manager for the Equitable Life, 


announces the appointment of E. 


Kelloway as district manager for a group | 


of counties in western Iowa, with head- 
quarters in Council Bluffs. Mr. Kello- 
way is a graduate of the University of 
Iowa and has been a successful agent 
in the Des Moines unit of the Iowa 
state agency of the Equitable for two 
years. 

Announcement is also made of the 
appointment of Walter F. Abernathy, 
who has been serving as underwriter, 
as district manager with headquarters at 
Ottumwa, Ia. Mr. Abernathy is a grad- 
uate of the University of Michigan and 
has been in the business over a year 
and a half. 





Missouri State Appointments 


Fred J. Dieterle, assistant manager of 
the Detroit, Mich., branch office of the 
Missouri State Life, has been appointed 


manager of the Toledo, O., branch office, | 
succeeding William Harn, who resigned | 
to enter the field of personal production. | 


Mr. Dieterle has been with the company 
for some time and has an excellent rec- 
ord. He began with the St. Louis 
branch office and was one of the first 
agency specials for the company. 

Another promotion announced by the 
Missouri State Life is the selection of 
Stanley H. Randolph as permanert man- 
ager for the Washington-Northern 
Idaho branch office. 
years he has completed the cycle of 
branch office field positions. On April 
15, 1922, he was made agency special; 
on June 9, 1924, assistant manager, and 
on Aug. 8, 1924, acting manager. 


Louis W. Sechtman 





A new agency in New York will be | 


opened by the Aetna Life under the 


In two and a half | 


} 


direction of the Hart & Eubank agency. | 


The new office will be located in the 
149th street section of the Bronx and 
will be under the management of Louis 


W. Sechtman, who has been in charge | 


of the service department of the New 
York agency for several years. M. F. 
Kane of Hartford, who has had consid- 
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Don't Procrastinate! 





A 38-year-old Eastern “Old Line” Life Insurance Com- 
pany is looking for the man who can develop CINCIN- 
NATI and surrounding territory as their AGENCY 
MANAGER. The Company now has no active agency 
in Cincinnati. 


Their liberal AGENCY MANAGER'S contract will enable 
such a man to quickly build an organization—a successful 
Home Office system of obtaining prospect leads, quick 
action at the Home Office on applications, production clubs 
and agent’s monthly magazine will also help. 


The modern policy contracts issued by the Company cover 
every need and are comparable with the best. Once sold, 
they remain in force. 


The AGENCY MANAGER they select for CINCINNATI 
will be expected to produce at least $500,000 of paid busi- 
ness in the CINCINNATI agency the first year. 


If you are capable of taking advantage of this real oppor- 
tunity, write TODAY. Your letter will be held in confi- 
dence and an interview will be arranged. 





Address L-46, National Underwriter 
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Step-By-Step 


There is a certain thrill in watching a new agency in virgin territory 
gradually mount to the heights of success, not in leaps and bounds— 
not in a day—a week—a month nor yet in one year—but step by 
step, by hard work—ability—integrity—and with a definite purpose 
in view. 

There is also a pleasure and added thrill to get behind such an 
agency from the very start and assist it, by whole hearted Home 
Office co-operation, to build and maintain a successful agency, 
sharing equally in its troubles and disappointments. 


We have several real opportunities in virgin and old established 
territory for men of producing and organizing ability, who are not 
afraid of hard work in the beginning. We offer to such men a liberal 
contract and full co-operation. If you have the qualifications and 
are ambitious to build for yourself, address, in confidence if you 
wish, telling all in your first communication. 


The Ohio National Life 


Insurance Company 


Cincinaati, Ohio 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 


Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 31st, 1923. 





























COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 
Organization © [Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 


H. A. HOPF & 


G. A. Harlow, medical director. 




















number of life companies, has been ap- 
pointed to succeed Mr. Sechtman in the 
service department of the Hart & Eu- 
bank agency. H. S. Henderson, form- 
erly of the National Bank of Commerce 
of Detroit, 
Sechtman. The latter has been with the 
Aetna Life since 1916 and was connected 
with the home office prior to entry in 
the military service. When he returned 
from France he was again in the home 
office until 1920 when he was transferred 
to New York. 


William J. Leonard 
William J. 


state fire marshal, 
era! insurance business 


Leonard, formerly Ohio 


in Cincinnati, 


is secretary of the Hamilton 
Democratic Campaign Committee. 





Hansen & Reinke 


Edward R. Hansen, formerly a Des 
Moines banker, is now associated with 


erable home office experience with a 


with offices in 1106 Ingalls building. He | 
County | 


will be associated with Mr. | 


is entering the gen- | 


1925 


January 9, 





Pp. A. Reinke in the general agency for 
the Northwestern National Life at Des 
Moines, the firm name being Hansen & 
Reinke. It is interesting to note that in 
Mr. Hansen's first month with the com- 
pany he ranked ninth in its honor role 
tor production. 


King to Cedar Rapids 


Paul W. King, assistant manager for 
the Travelers at Omaha, becomes mana.- 
ger of the Cedar Rapids, Ia., branch 
office Feb. 1. 


M. H. Kelley 


M. H. Kelley, who has been a practic. 
ing attorney at Waterloo, Ia., and was 
postmaster there for eight years, has 
been appointed general agent for the 


North American Life of Illinois. 





Morgan Chase 
Appointment of Morgan Chase as dis- 


| trict manager for Aetna Life at Stevens 


| Albert E. 


has been announced by 
Mielenz of Milwaukee, genera! 
agent. Mr. Chase was formerly secre- 
tary of the Chamber of Commerce at 
Stevens Point. 


Point, Wis., 
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England Agents of Northwestern 
Mutual Life Met in New York 





Atlantic and New England agencies of 
the Northwestern Mutual Life was held 
in New York last week, with over 400 
field men of the company present. There 
was a strong delegation present from 
the home office including George E. 
Copeland, superintendent of agencies; 
John P. Davies, educational director; E. 
D. Jones, secretary; M. H. O. Williams, 
assistant superintendent of agencies, and 
Dr. G. A. Harlow, medical directer. 

The policies of the company and dif- 
ferent methods of meeting sales prob- 
lems were placed before the meeting and 
a general discussion followed. W. 
Hazelton, of Providence, as chairman, 
introduced John I. D. Bristol, of New 
York city, as the first speaker. “Build- 
ing Complete Life Insurance Programs” 
was the subject of an address given by 
W. F. Atkinson, of Brooklyn, and Ru- 
dolph Hecht spoke on “Sales Points in 
the New Inheritance Tax Laws,” Law- 
rence Wiship, of Springfield, Mass., 
urged the need of cash for “Family Re- 
adjustments,” and Norman R. Hill, of 
Williamsport, Pa., told of the necessity 
of educating men on the need of life 
incomes for their wives and daughters. 
Mr. Copeland spoke on “Making the 
Most of Our Opportunities With the 
New Ideas and Sales Plans.” 

In the afternoon session the speakers 
and their subjects included: “How the 
Educational Department Helps the So- 
liciting Agent,” John P. Davies, educa- 
tional director; “Using the ‘Million 
Analysis and Survey Book’ in Connec- 
tion With the Poindexter Kit,” E. H. 
Earley, Brooklyn; “Selling Northwest- 
ern Mutual Contracts for Educational 
Purposes,’ ’ Roderick Pirnie, Springfield, 
Mass.; “Extreme Importance of Flexi- 
bility in Arranging Option Settlements,” 
E. D. Jones, secretary. 


ing and the business sessions carried on 
through Saturday. In the morning ses- 
sion the speakers and their subjects in- 
cluded: “The One, Two, Three of Can- 
vassing, ’ A. M. Otterbourge, New York 
City; “Meeting Objections,” yg: 
Hergesheimer, Philadelphia; “Business 
Insurance for the Small Business Man,” 
Tom N. Clark, Asheville, N. C.; “Coun- 
sellors in Underwriting,” W. E. Rowley, 
Newark; “Methods I Have Found 
Effective in Program Insurance,” H. 
B. Otway, Lock Haven, Pa.; “How the 
Agent Can Aid in Risk Selection,” Dr. 
At the 


luncheon session which closed the con- 
vention, 


and 


the speakers 





subjects | 


| art, 


} Yh. 


The annual conference of the Middle | 





HAVE REGIONAL CONFERENCE | were: 
| Buffalo, - we 


Over 400 Middle Atlantic and New| Dee Wank’ 


The banquet was held on Friday even- | W. 


“Soldiering,” C. W. Fielder, 
; “The Approach,” G. §. 
‘Philadelphia; “A Full 
ay’s Work Every Day,” H. W. Stew- 
Schenectady, N. Y.; “Confidence,” 
J. Cleary, vice-president. 





Group Life Code for Michigan 


Provision for a regular code to govern 
the writing of group life insurance 
policies in Michigan is to be made in a 
bill being drafted and to be presented 
to the legislature by Commissioner 
Hands. Michigan has had no regulations 
in the matter of such policies, according 
to the commissioner, Michigan com- 
panies writing them under the stipula- 
tions of the New York law, after which 
the new Wolverine statute will probably 
be modeled. 

Requests for suggestions as to feat- 
ures to be incorporated in the act, which 
is to be an addition to the Michigan 
insurance act, are being sent out by the 
commissioner this week to Michigan 
life companies, and with receipt of an- 
swers work on the bill will be begun. 

That the commissioner's measure will 
be passed by the legislature, which con- 
vened Wednesday, is taken for granted 
as there are not apt to be any contro- 
versial features incorporated in the pro- 
posed bill. 





Lincoln National Cleveland Meeting 


A_ sectional meeting of the Lincoln 
National Life will be held at Cleveland, 


Jan. 13-15. The home office representa- 
tion will consist of Arthur F. Hall, 
president; Walter T. Shepard, vice- 


president and manager of agencies; A. 
L. Dern, superintendent of agencies; \ 
J. Harrold, assistant superintendent of 
agencies; J. J. Klingenberger, auditor o! 
agency accounts, and Dr, W. E. Thorn- 
ton, medical director. 

The business sessions during the three 
days will be held in private rooms 0! 
the Hotel Winton and on Wednesda) 
evening a banquet will take place in the 
ball room, with President Hall and Dr. 
W. Bustard, pastor of the Euclid 
Avenue Baptist Church, as speakers. 





Detroit Agency’s Fine Record 


The R. H. Macauley agency of the 
Aetna Life at Detroit has closed it 
books for the year 1924 with the larg- 
est amount of business which the Aetna 
has ever placed in that territory, ») 
paying for $5,500,000. This amount is 
exclusive of the enormous group busi- 
ness placed by the Aetna in Detroit an 
surrounding counties. : 

The 1924 business is an increase ot 
more than 400 percent in two vears 
In 1922 the agency paid for $1,089,000. 
The following year it more thal 
doubled this amount by turning in 


Janua 


$2,406 
its bu 

The 
pay i 


facto! 
than 
athan 
the \ 
forme 
ciatio 
ment! 
gener 
“ii 
and 1 
the e: 
to 25 
panie 
the b 
Exce 
or ta 
insur: 
pocke 
ume 
incre 
amor 


P: 
Th 
been 
holdi 
Unio 
erect 
The 
$4,50 
owns 
state 
ings 
Ohio 
comt 
imm« 


MIN 


Life 
isfe 
to 


M. 
Life 
year 
healt 
It is 
who 
past 
for t 
sult 
Twit 
In m 
cons 
vaile 

An 
Sarv 
its fe 
a cle 
were 
profi 
used 
not 
into 
been 
busir 
men 
conti 
becai 
find 
new 


E 


A 
Kan: 
Life 
man 

* Jan. 
trict 
went 
1924, 
duce 
inter 
Bool 
part 
the 1 
struc 
of a 













cy for 
at Des 
msen & 
that in 
e com- 
or role 


ger for 
mana- 
branch 


ractic. 
id was 
'S, has 
or the 


aS <dis- 
itevens 
ed by 
enera! 
secre- 
ree art 


overn 
irance 
> ina 
ented 
sioner 
ations 
rding 
com- 
ipula- 
which 
bably 


feat- 
which 
higan 
y the 
higan 
f an- 
n. 

» will 
con- 
anted 
ntro- 
pro- 


ting 
icoln 
land, 
enta- 
Hall, 
vice- 
- A 





* Jan. 3. 





1925 


January 9, 
$2,406,200, and again more than doubled 
its business in the year just closed. 

The agency confidently expects to 
pay for $10,000,000 during the coming 
year. 





Voshell Is Optimistic 


“There has never been a more satis- 
factory spirit of optimism prevailing 
than is indicated at this time,” said Jon- 
athan K. Voshell, district manager of 
the Metropolitan Life at Baltimore, and 
former president of the National Asso- 
ciation of Life Underwriters, in com- 
menting on the outlook for business in 
general and insurance in particular. 

“Life insurance sales during 1924, 


| it has no authority to own other prop- 


and they have steadily increased since | 


the early fall, showed a gain of from 15 
to 25 per cent over 1923 and all com- 
panies are preparing to have in 1925 
the biggest business in their experience. 


Except for purposes of protecting loans | 


or taxes, men do not, as a rule, buy life 


insurance unless they feel easy in their | 


pocketbooks, and the fact that the vol- 
ume of life protection is constantly 
increasing shows a healthy condition 
among the business men.” 


Probe A. I. U. Realty Holdings 


The attorney general of Ohio has 
been asked to investigate the real estate 
holdings of the American Insurance 
Union at Columbus, O., which is now 
erecting a large building in that city. 
The site and structure will cost about 
$4,500,000, it is said. The Union also 
owns considerable other property. it is 
stated, including two big office build- 
ings opposite the state house. The 
Ohio laws provide that an insurance 
company may own property for its own 
immediate use, it is understood, but that 


erty. 


Cerf’s Agency Record 
The L. A. Cerf agency of the Mutual 


Benefit in 1924 paid for the largest 
volume of business in its history $29,- 
600,651. In December, it secured the 


largest volume of applications and the 
largest volume of paid for business of 
any month in its history. Applications 
were for $5,562,875, and the paid for was 
$3,969,000. 


Plico Club Elects 


The Home Office Plico Club of the 
Philadelphia Life had a luncheon meet- 
ing last week when officers were elected 
for the current year. Miss Caroline 
Katzenstein was chosen president. F. 
C. Curley, one of the agency directors, 
was elected vice-president. 

Addresses of an inspirational nature 
were delivered by Clifton Maloney, 
president of the company, and A. M. 
Hopkins, manager of agencies. Medical 
Director Dr. S. W. Gadd and Actuary 
E. M. Blehl also wished the home office 
Plicos a Happy New Year. 


Provident Leaders Repeat 


The “Big Three” of the Provident Mu- 
tual Life’s Philadelphia agency came out 
on top again. Richard S. Dewees was 
the agency’s biggest producer for 1924, 
with $1,130,000 new paid for business. 
He thus duplicates his records of 1921 
and 1923. Second for 1924 is Isaac P. 
Miller, $930,250, who ran first in 1920 
and 1922. Third is “Sig” Mellor, $679,- 
000, who ran first in 1913 and tied for 
first in both 1914 and 1915. Dewees, 
Miller and Mellor have been with the 
agency respectively 11, 14 and 12 years. 
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MINNESOTA MEN OPTIMISTIC 


Life Agencies Showed Small but Sat- 
isfactory Gain in 1924 and Expect 
to Make Good Showing This Year 


MINNEAPOLIS, MINN., Jan. 
Life agencies here are starting the new 
year with every reason to expect a 
healthy business throughout the state. 
It is difficult to find a life underwriter 
who does not share this optimism. The 
past four months have brought a turn 


— 


| 


for the better in business with the re- | 
sult that practically every agency in the | 


Twin Cities showed a gain over 1923. 
In most cases it is small, but satisfactory 
considering conditions that have 
vailed throughout the northwest. 
Another good grain crop will be neces- 


Sary to put the northwest squarely on | 


its feet in a business way. 
a class are much better off than they 


Farmers as | 


Were a year ago but the bulk of the | 


profits from this year’s big crop were 
used to settle old obligations. Hence 
not so much of their money has gone 
into purchases as ordinarily would have 
been the case. Nevertheless general 
business has increased and life insurance 
men have shared in it. As conditions 
continue to improve and employment 
becames greater, life writers expect to 
find the “going” much better during the 
new vear. 


Equitable Kansas City Meeting 


_A district managers’ meeting of the 
Kansas City territory*of the Equitable 
Life of New York, the first under the 
managership of A. M. Embry, was held 
; Homer Jamison, formerly dis- 
trict manager at Moberly, Mo., who 
went to the Kansas City office July 1, 
1924, as assistant manager, was intro- 
duced at this meeting as agency super- 
itendent, a promotion. Harry C. 
ooker, agency instructor, had a large 
part in the day’s program, pointing out 
the value and plan of the courses of in- 
struction to be made a regular feature 
of agency service this year. 


} 


MRS. FAIRCHILD MAY RETIRE 


Lincoln Gossip Is That Present Head 
of Nebraska Insurance Bureau 
Will Be Replaced 


LINCOLN, NEB., Jan. 
among the politicians is that Mrs. Mary 
A. Fairchild will not be continued 
head of the state bureau of insurance. 
H. A. Robbins, former secretary of the 
Lincoln Life, or Guy A. Patton, one of 
the present examiners, regarded 
likely to be selected. Representative 
insurance men of the state say the in- 


7.—Gossip 


as 


1s as 


| coming governor has not consulted with 


pre- | 


them with respect to the appointment, 
and they believe that he would have 
served these interests better if he had 
taken counsel. 

The Lincoln Life Underwriters’ Asso- 
ciation adopted a resolution at its meet- 
ing Saturday empowering the legislative 
committee to ask Governor-elect Mc Mul- 
len to give the insurance men a hearing 
on matters vitally connected with the 
administration of the state bureau. The 
resolution also set forth that the associa- 
tion does not desire any appointment 
made as head of the insurance depart- 
ment until after the legislature has de- 
termined whether to create a separate 
department or make it, as now, an ad- 
junct of the department of trade and 
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Over 142 Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 


contracts in force than this com- 
pany. The following figures show 
its remarkable growth in the last 
ten years: 

Jan. 1, 1914 Jan. 1, 1924 
ASSEAD ceoccvesveccssed $ 7,804,230 § 40,113,271 
Policies in Force..... 503,302 1,552,803 
Insurance in Force... 73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 











A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 











CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 


DES MOINES - - - = «= IOWA 




















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
Chicago, 


10 So. La Salle St. Ifinois 











Service to Policy Holders 
(| Operates under the Famous “R 


Live Up-to-Date Policies 


H. B. HILL, President 








MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 


Service to Agents Service to the Public 


istration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director 


JAS. FAIRLIE Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 
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commerce or some other subdivision of 
government. 

E. Hartford, 
fire insurance bureau, and Frank A. Ken- 
nedy, state compensation commissioner, 
are said to be slated for reappointment 
to their old places. 


former head of the | 


‘COMPANIES NOT AFFECTED 


ices are constantly in demand by his as- 
sociates. 


| Bank Failures in Des Moines Will Not 


GOOD YEAR IN DREW AGENCY | 


Chicago Office of the Mutual Benefit | 


Life Paid for $12,250,000 New 
Business Last Year 


The Chicago general agency of the 
Mutual Benefit Life, headed by General 
Agent Alfred A. Drew, paid for $12,- 
250,000 in 1924, a gain of $231,000 
over 1923 figures. The full time agents 
of this office responding to an appeal 
from Mr. Drew to make a 10 percent 
increase wrote $1,000,000 more in 1924 
than during the previous year. 

Ingersoll Was Leader 


A. S. Ingersoll, assistant to Mr. 
Drew, led the Chicago agency with a 
total of $850,000 and placed about $150,- 
000 outside of his own office in other 
companies. Prior to his entrance to life 
insurance work Mr. Ingersoll was an at- 
torney and his legal training has resulted 
in his having especial success in inherit- 
ance tax and trust fund plans. His serv- 


| closing 


Cause Any Embarrassment to the 
Life Companies 


DES MOINES, IA., Jan. 8.—Des 
Moines legal reserve life insurance com- 
panies will not be affected by the recent 
of three Des Moines banks. 
The closed banks simply had an “over- 
dose” of public funds on deposit and 
they were unable to meet the immediate 
demand caused by changes in admin- 
istration. Financial circles were little 
affected. 

The United State Bank, the Me- 
chanics Savings Bank, and the Commer- 
cial Savings Bank, while down town 
banks, were primarily savings banks, 
and were not classed among the principal 
financial institutions. They possessed 
few insurance accounts and they were 
for the most part fully covered by surety 
bonds. 

There is every reason to believe that 
the banking situation in Des Moines will 
suffer no further setbacks. According to 
prominent bankers, the remaining banks 
are thoroughly sound and dependable. 


Local industry is not suffering for the | 


want of finance. The business tone is 
good and both the state and local bank 
officials are co-operating to protect the 
closed bank depositors through reorgan- 
ization, consolidation or liquidation. 
Life insurance business in December, 
not only in Des Moines, but throughout 
Iowa, was good. Local companies re- 
port a splendid business, several general 


agencies and companies reported the 
largest December volume in history. 
Kaskaskia Life Ready 
The organization committee of the 
Kaskaskia Life of Shelbyville, Ill, at a 


special meeting last week reported com- 
pletion of the organization and subscrip- 
tion to all the stock, creating a capital and 
surplus of $100,00G in each fund. As 
soon as the receivers of the Kaskaskia 
Live Stock complete the dissolution of 
the old company, which may require 
two years, there may be a further sur- 
plus to be turned into the new company. 
The actuary of the company is preparing 
forms necessary for the business and 
within 30 days it is expected that the 
company will be in operation. Officers 
of the company are: W. J. Eddy, presi- 
dent; George C. Bolinger, vice-presi- 
dent: J. C. Westervelt, treasurer; C. F. 
Stiarwalt, secretary and general man- 
ager; Glover & Co., Chicago, consulting 
actuaries. These officers and R. 

Eddy, George B. Rhoads, J. L. Hoover, 
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ment. 


| This is a part of the Plan. 





Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


““24-Hour Service”’ 


Have you ever wondered what percentage of acceptable applications received at 
the Home Office can be handled within the day? 


Agents operating under the American Central Plan enjoy 24-hour service upon 
90 per cent of such applications. 


The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CoO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 
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all of Shelbyville, John Conrad of Cow. 
den and T. A. Scott of Bethany, com. 
prise the board of directors. 


Union Central Kansas City Meeting 
_ The Kansas City agency of the Union 
Central Life, A. D. Bonnifield, manager, 
will hold its annual conference Jan, 
26-27. Jerome Clark, assistant super- 
intendent of agents; Dr. W. O. Paujj 
and E. E. Hardcastle, actuary, will be 


| among the home office men attending 


the conference. The agents attending 
will also have the opportunity to hear 
Dr. S. S. Huebner at the session of the 
Life Underwriters Association, Jan. 27, 


Honor Kaufman’s Memory 


December was known in the Minne. 
sota agency of the Northwestern Mutual 
Life, as Isaac Kaufman month, to honor 
the memory of the late Isaac Kaufman, 
for many years general agent at Minne. 
apolis. ‘More than 300 applications ag- 
gregating a total of $2,000,000 were sent 
to the home office from Minneapolis, the 
largest business ever done in one month 
by this agency. 


Set Goal at Seven Million 


“Seven Million in 1925” 








is the slogan 


of the Wisconsin and upper Michigan 
agency of the New England Mutual 
Life, A. L. Saltzstein, general agent. 


The agency produced more than $5, 
000,000 in 1924, an increase of approxi- 
mately 12 percent —_ the — 
year. J. C. Saltzstein, W. Witzel, 
S. Hougen, H. O. rhe Me and H. é 
in the order named, are listed as 
the production leaders of the Saltzstein 
agency. 


Heartman’s Good Year 

The Iowa state agency of the Equit- 
able Life of New York under the man- 
agement of Roy H. Heartman, agency 
manager, who has supervision over the 
entire state, enjoy ed the biggest month 
in paid business in December in the his- 
tory of the agency. The agency paid 
for 525 cases and a total of $1,087,896, 
The previous high month was June, 1920 
when the agency paid for $1,019,000. 
The paid business for 1924 was approx- 
imately $9,000,000. 


Mutual of Illinois Meeting 

Nearly 100 agents and officials of the 
Mutual Life of Illinois attended the 
three-day convention at Springfield last 
week. H. B. Hill, president, opened the 
session and spoke optimistically of the 
prospects for 1925. Other speakers were 
Dr. J. R. Neal, secretary and medical 
director; J. Fairlie, vice-president, on 
‘Child Endowment”; W. A. Fairlie, man- 
ager conservation department, “Lapses” 
Ben P. Johnson, “The Best Method of 
Saving Lapses,” and A. S. McKellar 
Vandalia, “The Outlook for 1925.” The 
B. Club, composed of star sales- 
men, initiated members. A banquet in 
the evening and divisional sessions of 
the accident and health department, with 
a dancing party, were other events of 
the meeting. 


Nebraska Bank Deposit Ruling 

Nebraska insurance companies which 
have in years past been heavy deposi- 
tors in country banks are interested in 
a series of decisions just handed down 
by the state supreme court, in which the 
deposit guaranty fund is held liable for 
payments aggregating $64,000. 

The state law forbids banks under the 
guaranty fund from paying to exceed 
5 percent interest on deposits and the 
court has held heretofore that where 
any agreement existed to pay anything 
in excess of that figure the deposit took 
on the character of a loan and was not 


| protected by the state fund. 


| the protection of the fund—to 


The court now_says that it is lawful! 
for a person—and* still keeps him within 
entrust 


| money to a state bank, take certificates 
| bearing 5 percent on their face and at 
| the same time contract with an officer 


of the bank to pay personally additional 
interest. If the banker later, and with- 
out the knowledge of the depositor, 
charges back to the bank the excess in- 
terest he has personally paid, his mis 
conduct is not imputable to the deposi- 
tor. The court says that it might well 
be that funds secured this way would 
prevent failure or stop runs on a bank 
— thus save the guaranty fund from 
oss, 
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HOLD AGENCY CONVENTION 


Mid-Continent Life Arranges a Pro- 
gram for Two Days—Edson and 
Bilheimer Will Speak 


The Mid-Continent Life produced 
$11,455,690 of new business during 1924. 
The leader for the year was J. V. 
Hoover with slightly more than a mil- 
lion to his credit. 

It has just closed a three months’ con- 
test beginning Oct. 1 and ending Dec. 
31 for which ten valuable prizes are to 
be given, ranging in value from $150 
down to $25. The winners in that con- 
test are as follows: J. V. Hoover, P. P. 
Dismukes, R. E. Leonard, Bert R. Reed, 
Thos. F. Lingo, S. W. Philpott, Tom 
F. McMechan, L. Z. Brown, Ted H. 
Haynes and Frank R. Sturgill. 

The company will hold its annual 
agency convention Jan. 9-10. The pro- 
gram will begin on Friday at 2 o'clock, 
that day being entirely devoted to the 
health and accident department. L. D. 
Edson, sales manager for the Employers 
Indemnity of Kansas City, will be the 
principal speaker. 

The next day will be devoted to life 
insurance exclusively, the principal 
speaker being W. E. Bilheimer of St. 
Louis. He will deliver two addresses, 
one at the noon luncheon to be held at 
the Chamber of Commerce on the sub- 
ject of salesmanship and again at the 


evening banquet Mr. Bilheimer_ will 
speak on “Championship Stuff.” An 
attendance of 250 is expected, the men 


coming from Oklahoma, Arkansas and 
Texas. 


Mutual Life’s Tennessee Meeting 


Commissioner Caldwell of Tennessee, 
principal speaker at the banquet which 
closed the annual session of the $125,000 
Club of the Mutual Life at Nashville 
Thursday night, declared that the ethics 
of life insurance makes its salesmen next 
in importance to ministers of the gospel, 
from a humanitarian standpoint. 

Col. J. D. Torrey, state supervisor, 
was host to the Tennessee agents who 
during the past five years have written 
as much as $125,000 insurance each for 
the company. Col. Torrey also served 
as toastmaster for the occasion. A num- 
ber of the guests spoke on the com- 
pany’s ethics. N. King of Greenville 
told the agents how to approach and 
sell a prospect. J. D. Hamilton, state 
representative, a special guest, spoke 
briefly on the legislative bills pending. 


Atlantic Life Convention 


The annual 
Atlantic Life will be held in St. Augus- 
tine, Fla., Jan. 12. Agents who have 
paid for $150,000 or more during the 
year are qualified to attend. 
pay for $250,000 or more are privileged 
to take their wives. 


Lamar Life’s Dedication 
The Lamar Life is now arranging the 
Program for the formal opening of its 
a office building Feb. 17. Vice- 
resident C. W. Welty has invited a 


number of prominent insurance people 
outside the state. It is expected that 


Aces convention of the 


Those who 


Secretary T. W._ Blackburn of the | 
merican Life Convention will be | 
Present. 


New Company Proposed 
The North American Life has had 
- charter issued in Georgia, some At- 
anta capitalists being behind it. The 
People back of the movement are con- 
nected with the Southeastern Trust 
ompany of Atlanta. It is proposed to 


ave capital of $100,000 and the company | 


will write life, health and accident. It 

is said that the Southeastern Trust 
Ompany recently tried to buy the State 
utual Life of Rome, Ga. 


RULES AGAINST GROUP PLAN 


Texas Attorney General Holds Propo- 
sition Illegal for San Antonio 
School Teachers 


SAN ANTONIO, 
Group insurance for San Antonio teach- 
ers has been held illegal, in an opinion 
filed by Assistant Attorney General 





TEX., Jan. 


| Gibson replying to inquiry of the San 


Antonio school board. Before notifying 
the school board formally of the decis- 
ion, the opinion is to be gone over by all 
members of the state department and 
Attorney General Keeling in confer- 
ence. 

No opinion is formally announced by 
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CE EDITION 

the attorney general’s department until 
it has been passed upon in conference. 
Inquiry at the department Saturday a's 
to when decision on the teachers’ in- 
surance question might be expected, 
was answered in a way to indicate that 
there is a chance of the matter going 
ever to the next administration for 


formal opinion. In that event, it would 
be answered by Dan Moody, who be- 
comes attorney general next month. 


Question the Plan 


The order made by the San Antonio 
school board, approriating approxi- 
mately $15,000 for the group insurance 


of teachers, was made contingent upon 
its being upheld by the attorney gen- 
eral’s department. President Hal Brown 
and some other members contended that 
the board has no power to make such 
an appropriation of tax money. 

Teachers generally have not wanted 
the insurance, looking on it as a sop 
tendered them in place of salary claims 
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which they are now seeking to main- 
tain in court. Under the insurance plan 
$1,000 insurance was provided for each 
teacher, under the group plan used by 
many commercial enterprises. 


Kansas City Life’s Texas Leaders 


Jere Frey, manager of the Dallas city 
agency of the Kansas City Life, and E. 
M. Hudgins, manager at Memphis, Tex 
were leading producers of the company 
in Texas in 1924, according to announce- 
ments from the office of Orville Thorp, 
state manager. Mr. Hudgins wrote 
$838,000 while Mr. Frey’s sales amounted 
to a little more than $700,000. In both 
cases this was personal business. While 
they headed the list of 425 agents in 
Temne, several agents were around the 

$500,000 mark in the best year in the 
history of the company in Texas. In- 
cidentally these two leaders of the Kan- 
sas City Life forces are among the 
top notch producers in Texas in 1924. 


Helene Saas Claus and 
Helping Providence 





Of course we all believe in Santa Claus. 
since we can remember. 
ally shaken sands with him. 

But have you noticed that Santa Claus needs a good deal of help? 
neys are built so small, and so many families often live under one roof, Santa Claus has 
to invoke the help of a lot of people in making deliveries. 


0000 


We have been the recipients of his favors 
We have seen him in shop windows, and some of us have actu- 


ever 


Now that chim- 


He is on the job all the time, 


seeing that the presents are provided, but he can’t attend to the deliveries as he could years ago w hen 
larger, and there was more snow on the roofs. 
And people who help Santa Claus seem to catch something of the spirit of the jolly old saint 


houses were smaller, chimneys 


himself. 
who know good news 


children are eager to serve and please. 


Their faces become wreathed in smiles 
, but are not quite ready to tell it. 
It’s lots of fun to help Santa Claus. 


They are 


HELPING PROVIDENCE 


We all believe in Providence, and that “Providence will provide” 


to fit the fact. 


; their eyes twinkle ; and they have the air of people 
“mystery” 


’ men and women whom 


In fact, the word was invented 


But Providence needs our help in making deliveries, very much as Santa Claus does. 


When men lived close to the sources of life, got their food direct from the soil, the bush, the vine and 


the tree, when they sheared their own sheep, 
own yarn and manufactured their own clothing,—the work of Providence 
Providence provides the raw material,—with some help of course, 


now. 


help Providence in the matter of preparation and distribution. 


raised their own cotton and flax, spun and wove their 


ras more direct than it is 
but most of us must now 





IT’S THAT WAY WITH LITE INSURANCE 


Providence gives health and the power to earn money. 
life is a mystery that no man can solve. 


3ut what will be the length of any single 
3ut Providence has ordained a law of life in the mass. 


If it were known how long the individual would live, there could be no Life Insurance, and the man 


foredoomed to die young could make no adequate provision for his dependents! 


be a hard fate. 


That would surely 


Providence ordains the law of life in the mass, as expressed in the mortality table ; the economic 


law of increase, as expressed in money 
and, presto! the thing is done. 





machinery, 


at interest ; 


then man steps in with his helpful life insurance 
One need not leave a dependent family without means, 


nor an incumbered estate, if he will help Providence, or let Providence and the life insurance company 


help him. 


see an agent of the 


It’s great fun to help Providence, or let Providence help you. 
thrill is still fresh in your heart and you'll get a thrill that will last a lifetime. 


Try it while the Christmas 
For the best method, 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY 


President 


Not a Commodity, But a Service 
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TAKES AMERICAN NATIONAL 








M. M. Waddle Made Agency Manager 
for Southern California and San 
Joaquin Valley 
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M. M. Waddle, one of the most 


Empire Mutual 


Life Insurance Company 
of the United States 








| producers and agency organizers in Cali- 
| fornia, has been appointed general 
| agency managér of the American National 
of Galveston, in full charge of that por- 
| tion of the state embraced by southern 
| California and the San Joaquin valley. 






| 
in Los Angeles. 
| Mr. Waddle has had long experience 
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KANSAS CITY, MISSOURI 


west and on the Pacific coast. 
| California about 14 years ago, 
gaged in personal production exclusively 
| until 1914, when he was appointed a 
general agent of the Occidental Life of 


organization which led that company’s 
field consistently and regularly. This 
| connection Mr. Waddle resigned in 1920, 
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widely known and successful personal | Riley last week that the heirs of Mary 


| Agency headquarters will be maintained ! 


| in life underwriting, both in the middle | 
Going to | ~~... 

| examination 
he en- | 


to engage in a general brokerage busi- | 


| 
| 
| Los Angeles. He organized an agency 
| 
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The OHIO STATE LIFE 


MONTHLY INCOME INSURANCE 


line he has been very successful. 


insurance business was the result of a 
visit early in December to the home 
office at Galveston of the American 
National, where several days were spent 
in discussing the subject with President 
W. L. Moody, Jr., and Agency Manager 
Will H. Ford. 

Mr. Waddle has appointed W. W. 
Riedel cashier and office manager, in 
full charge of all office details. Mr. 
Riedel is an insurance office man of ex- 
perience, having been cashier of the 
Great Republic Life, and he has also 
done considerable field work. 


LIFE, HEALTH, ACCIDENT +s 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 





Life Playlet for Club Women 


An audience of between 400 and 500 
women from Los Angeles, Hollywood, 
Glendale and Eagle Rock witnessed the 
production of Louis Ullman’s life in- 
surance playlet, “The Heart of the 
Estate,” at the Women’s 20th Century 
Club of Eagle Rock, Cal., Jan. 8. It 
was “Insurance Day” at the club and the 
program was in charge of and given 
under the direction of Grace Lorgaine 
Sherwood, a representative of the Geo. 
A. Rathbun agency of the Equitable Life 
of Los Angeles. The interest of the 
members of the club in life insurance 
had been aroused by the address upon 
the subject which was given at the con- 
vention of federated women’s clubs in 
Los Angeles last June, and their re- 
sponse to the appeal of this playlet, 
which was first presented at the last 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 























ness in investment securities, in which | 


The return of Mr. Waddle to the life | 





convention of the National Association 
of Life Underwriters, was immediate 
and sincere. It was put on for the club 
by Miss Sherwood, with the assistance 
of the Equitable agency. 





Big Inheritance Tax on Coast 


It was announced by State Controller 


E. Spires of Los Angeles must pay the 
state of California an inheritance tax 
of $135,182. The estate is valued at 
$2,220,618, and will be divided among 
36 heirs. Miss Spires died January 3, 
1924, é 





Farmers Life Report Out 
DENVER, COLO., Jan. 6—A re. 


port has been issued on the convention 
of the Farmers Life, in 
departments of Colorado, 
and Nebraska, have 
participated, the report giving total 
admitted assets as of Mar. 31 of $3- 
421,238, legal reserve of $2,730,256 and 
policyholders’ surplus of $382,092. The 
report praised the company’s methods 
regarding claimants and commented 
favorably on the mortality record, which 
was 36 percent of the expected last year 
The examiners for Colorado, Wyoming 
and Utah expressed the opinion that 
the free surplus of $281,715 would ap- 
pear ample to meet any possible depre- 
ciation in adjusting assets, though the 
Nebraska examiner does not concur in 
that opinion. The latter does not give 
any positive statement about the sur- 
plus, however. 


which the 
Wyoming, Utah 


Questioned on Stock-Policy Sales 


The Mountain States Life has been 
ordered to appear at Santa Fe, N. M, 
Jan 10 to show cause why its license 
and the license of nine agents of the 
company should not be revoked by the 
New Mexico insurance department for 
violation of the law in selling stock as 
an inducement to taking out life insur- 
ance. 





Parsons to Home Office 


Arthur C. Parsons, elected a_vice- 
president. of the Pacific Mutual Life in 
January, 1924, after having served as 
manager of the San Francisco branch 
office for a brief time, has been called 
to the company’s home office at Los 
Angeles, to assume executive duties 
Mr. Parsons has been with the company 
a littlke more than two years and has 
made an excellent record in_ northera 
California, which was sufficient after 
12 months’ effort to win him his official 
title. Prior to entering life insurance 
Mr. Parsons was a successful sales mat 
ager in other lines. He has already lett 
San Francisco for his new field. 


— 
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IN THE ACCIDENT AND 


HEALTH FIELD 
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Security Mutual Life Insurance Company 
of 


| BIG FACTORS IN LOSS RATIO 
Lincoln, Nebraska | we! 
| Faulty Lighting and Poor Eye Sight 
Said to Cause One Out of 
Eight Accidents 





For information regarding a General Agency in 


IOWA SOUTH DAKOTA WYOMING 





| Faulty lighting and poor eyesight 
| “are today the major factors in one out 
| of every eight accidents”, it is asserted 
| by R. E. Simpson, engineer of the 
Travelers, in a report to the Eye Sight 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 


try. Fully 66 percent of American 
workers have defects of vision, accord- 
ing to the report. Mr. Simpson said: 








the momentary and temporary blind- 
ness caused by workmen having un- 
shaded lamps close to their eyes and in 


National Underwriter Want Ads are Result Getters 











| 
| 
| 
| 
| 


| dents. 


Conservation Council of America, which | 
is carrying on a nationwide campaign | 
for better vision in education and indus- | 


“There is indisputable evidence that | 


the direct line of their vision is directly | 


responsible for many industrial acct 
There is also evidence of acti 
dents because of this same kind 
blindness due to the specular reflectiot 
—more commonly known as _ glare- 
from brightly polished material within 
the range of vision. These and many 
other evils of illumination prevalent 4 
decade ago were reflegted in the acc 
dent rate to the extent of being decid- 
edly contributing factors in one out 
every four accidents. 
Appalling Number of Accident* 


“Notwithstanding all improvements, 
we still have an appalling number 
accidents every year and improper * 
lumination and defective vision are © 
day the major factors in one out ot 
every eight accidents. Sight is the mos 
valuable of our endowed or naturé 
senses for protection against bodily im: 
jury and any impairment of vision or 
reduction in our ability to see decreases 
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our natural protection by just 


much.” 






Rounding Out H & A Program 


The program for the mid-winter 
meeting of the Health & Accident 
Underwriters Conference, to be held in 
St. Louis in March, is now_ being 
rounded out and Harold R. Gordon, 
executive secretary, has announced two 
of the speakers now secured. George 
Graham, president of the American Life 
Convention and vice-president of the 
Central States Life of St. Louis, and 
F. L. Barnes, assistant secretary of the 
Employers Indemnity, will both read 
papers at the meeting. 
















Missouri State Contest Winners 


James A. Walsh of Chicago won first 
prize of $100 in the Missouri State Life 
fall campaign for new accident business 
in Class 1, with F. M. Deuchler of St. 
Louis in second place, winning a prize 
of $50. In Class 2 first prize for larg- 
est volume in paid-for, $100 cash, went 
to W. R. Robinson, Philadelphia, and 
second prize, $50, to M. M. Saslaw, Cleve- 
land, O. In Class 3 the $100 winner was 
F. D. Hansen, San Francisco branch, and 
Ralph Gunst, Tucson, Ariz., won the $50 
prize. Eight Class 1 agents won bon- 
uses, eight Class 2 agents and 20 Class 3 
agents. 





Accident Insurance Decision 


Effect of a belated payment of assess- 
ment in a mutual benefit association— 
Plaintiff's decedent, insured by defend- 
ant, paid an assessment due Nov. 18 by 
mailing his check on Nov. 25. The 
check was not received by defendant's 
secretary till Nov. 28 when she went to 
the postoffice for defendant's mail. She 
stamped the check for deposit, mailed 
the receipt and marked decedent's index 
card “Reinstated.” All this was done 
pursuant to a custom of so dealing with 
belated payments, which had prevailed 
for some three years. Decedent lost his 
life at a fire on Nov. 27. Held that 
judgment for defendant be reversed and 
new trial ordered. If the jury at the 
new trial should find that the custom 
testified to was known to and ac- 
quiesced in by defendant, his member- 
ship was never forfeited. Whether 
decedent's payment was received by de- 
fendant before his death was a question 
for the jury. Perrigo vs. Conn, Commer- 





cial Travelers Mutual Acc., Sup. Ct. of 
Errors. Conn. Decided Dec. 16. 
National L. & A. Promotions 
The National Life & Accident an- 


nounces the promotion of S. O. Hughes 
of Albany, Ga., and H. U. Ferrell of the 
Dayton, O., district, to superintendencies. 





Benefits are Discontinued 


Employes in the extensive New Eng- 
land mills of the American Woolen Com- 
pany have been notified that the sickness 
and no-work benefits which have been 
operative for the past three years would 
be discontinued as of Jan. 1, 1925. This 
action does not apply to cases already 
approved, nor to the life insurance plan 
a eunty inaugurated by the corpora- 
ion. 


Ohio Association’s Annual Meeting 


Insurance Superintendent E. L. Savage 
of Ohio, and former Superintendent B. 
W. Gearheart will be among the speak- 
ers at the annual meeting of the Ohio 
Health & Accident Underwriters Asso- 
ciation in Columbus Jan. 14. 


Ruling on “External and Visible Marks” 


pLINCOLN, NEB., Jan. 6—In holding the 
hited States Accident of Lincoln liable 
on &@ contested policy the Nebraska su- 
a court says that a most liberal 
—, must be given to that pro- 
een in all accident policies which says 
t Fg nng shall be Hable only “where 
e are some external and _ visible 

marks of an injury.” 
eee not required, the court adds, that 
> wah shall be either immediately 
where = enduring in their nature, and 
saree, the evidence shows that the in- 
stom: > apes a violent blow upon the 
Slee be Sufficient to knock him down, to 
pallor i breathing and to cause a slight 
jane n his face at the time of the acci- 
mony . there is also medical testi- 
alli at such a blow would probably 
a reddening of the skin which 


of the policy as to external and visible | died of a gastric ulcer and that the blow | 


marks are sufficiently met. 


The company claimed that the youth 





received while 


helping 


lift 


a hayb 


uck 


into place was not the primary cause. 








CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of the A & H Monthly Bulletins, 
Published by The National Underwriter 








SOUTHERN SURETY 


A non-cancellable automobile acci- 
dent policy, guaranteed renewable to 
age 70, and sold for a $10 premium is 
being issued by the Southern Surety o! 
Des Moines. The policy expressly pro- 
vides that it may not be cancelled by 
the company prior to the date insured 
reaches the age of 70 years. There is 
also an incontestable clause applying to 
any claim arising after one year from 
the date of the policy. In addition to 
monthly indemnity of $100 a month for 


27 


both hands, both feet or one hand. and 


| one foot, the company will pay $50 a 
| month for not exceeding five years from 


the date of the accident. One half of 
the principal sum is paid for loss of 


| either hand or either foot and $1500 for 


| The 


the loss of the entire sight of one eye. 
specific losses must take place 


| within thirty days from the date of the 


| accident, 


This policy has been copy- 


| righted by the company. 


not exceeding six consecutive 
months to be paid for total disa- 
bility and an indemnity of $50 
a month for not’ exceeding one} 


month to be paid for partial disability, 
the policy provides hospital indemnity 
for one month at $50 a month, nurse's 
fees for one month at $50 a month, sur- 
f $10, and the regular iden- 


geon’s fee of 


tification provision. 


The policy carries 


a principal sum of $5,000 to be paid for 
loss of life, loss of both hands, both feet, 
one hand and one foot or entire sight 


of 


both 


eves. 


In 


addition 


for loss 


of 


Accident Notes 

Vann Kinecannon, Jr., of Tupelo, Miss., 
has been transferred to the Memphis, 
Tenn., branch of the Missouri State Life 
and placed in charge of the accident de- 
partment by General Agent George H. 
Holley. Mr. Kincannon has made an ex- 
cellent record as a seller of both acci- 
dent and life insurance. 

The Texas department has licensed the 
Citizens Mutual Benefit Association of 
Breckenridge, Tex., to do a mutual as- 
sessment accident and health business. 


The North American Reassurance of 
New York has been licensed in Texas 
to write life, health and accident in- 


surance, 
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Policyholders’ 
Company 
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50.97% 








MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 





of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


Once a Policy- 
holder—Always 
a Prospect. 


— 2 - - — — SF - — eeo— — a — 4 

















— a 6 I —— FF 8 me -—e-— 





























ROCKFORD, ILLINOIS 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 
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Culd soon disappear, the requirements 






































ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 


Dividends, etc. 
Increase in 
Actual Mortality 








cercccccvcseccoce $ 7,686,058 


eeeeeeeeene 


FOR AGENCY APPLY TO 
w. 4, R. BRUEHL & SONS 


eneral Managers 
Central and Southern Ohio and 
Northern Renteshy. 
Rooms 601-606 The Fourth Nat, Bank 
CINCINNATI, OHIO 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


« Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


ope AGENTS AND POLICY HOLDERS 


WRITE THE HOME OFFICE 








SA'FiET Y! 


Not taken for granted, but an 
business-producing type of 
policy with rock bound safety which 
every insurance buyer is interested 
Such is the securi 
tional Life and behin 
tional Life agent. 
helps him secure the confidence of 
insurance ‘wuyers; 
and our cooperation help to sel 
them. 


ATIONAL LIFE ASSOCIATION 


\DES MOINES, IOWA 


of the Na 
every Na- 


And, as such, it 


popular policies 











Manager Life Department 


Wanted—Manager for Life Insurance Depart- 
ment in large Chicago office doing general 
Insurance business—man of experience. A 
salesman and one familiar with Group Life. 
Excellent opportunity for high class man. 
ress L-48 

Care The National 


Underwriter 





















































by Company 





The Ohio State Life has just issued 
a new rate book in which in a general 
way the premiums have been reduced 
and the values increased. The premium 
rates for nearly all forms of policies 
have been extended downward to the 
age of 15 years and for especially good 
risks the rate at the age of 15 on the 
regular endowment forms may be used 
downward as far as the age of ten. The 











Connecticut General 


At the meeting of its general agents 
in Hartford last week, the Connecticut 
General announced that it had with- 
drawn from sale eight forms of policies 
now being written. The company is also 
getting out new editions of all of its old 
policies, changing their typographical ar- 
rangement principally. The company 








also announced to its general agents that 
it was increasing the premiums for “Ex- 
tra Preferred” classifications approxi- 


| mately 20 percent. 


participating an d_ non - participating | 
| SHOW PRUDENTIAL DIVIDENDS 


whole life have been replaced by en- 
dowment at the age of 85 and the op- 
tional coupon policy will be issued from 
the ages 15 to 55. Necessarily the re- 


turn premium feature applies only from | 


ages 27 to 39 inclusive. 

Term policies are to be issued in two 
forms, one to five year automatically 
convertible and 10 year convertible 


within nine years. The other forms of | ing an increase throughout, with a_re- 


term policies have been discontinued. 
Two new endowment forms for 25 and 
30 years both participating and non-par- 
ticipating have been added. The pre- 
miums on all participating forms have 





Increase in all Departments Gives 
New Low Net Cost to _ 
Company 


The Prudential has announced its 


| new dividend schedule for 1925, show- 


| golden 


been greatly reduced and the name “pre- | 


ferred dividend” has been replaced by 
“participating.” 

The company is now offering stand- 
ard, sub-standard and _ super-standard 
policies; double indemnity in two forms, 
and total and permament disability in 
two forms. 





Midwest Life 


New policies are being prepared by 
the Midwest Life of Lincoln, Neb., which 
will enable the company to compete 
with the so-called half rate policies of 
the big eastern companies. The initial 
age written will be age 20. N. Z. Snell, 
president of the company, says that dur- 
ing this year the company will engage 
largely in the same of substandard poli- 
cies. It has done this in a desultory 
way for some years. 


Penn Mutual Life 


The Penn Mutual Life is putting out 
two new rate books. Each of them is 
loose leaf. The larger has a 700-page 
capacity, designed for desk use; the 
smaller, a capacity of over 300 pages, 





designed to hold rates and material | 


which the average agent uses in his 
canvassing. Agents will thus be able to 
make up for themselves the kind of 


‘material the smaller book will contain. 


They need not rob the larger book, be- 
cause additional pages will be supplied. 
The books were devised by a committee 
of experienced agents, together with 
members of the home office agency de- 
partment and the company’s actuaries— 
a cooperative job. The new books re- 
place non-loose-leaf publications. 


| 


cost. The 
increase, on 


sulting reduction in net 
company announces this 





| 


top of the 1924 increase over the 1923 | 


schedule, as an added feature of its 
anniversary celebration, In- 
creases and readjustments are shown 
in ordinary, intermediate and industrial 
departments. As a result of the new 
dividends, the net cost for 18 years on 
policies issued after July, 1907, at sam- 


ple ages and intervals, will be as 
follows: 
Ordinary Life 
| Ist 2nd 5th 10th 15th 18th 
Age , >. a i oR 
3 z 3 $ $ $ 

a 16.31 12.91 12.53 12.01 11.27 10.75 
ASS 18.28 14.64 14.21 13.50 12.69 12.08 
ae 20.80 16.80 16.29 15.54 14.56 13.85 
a 24.09 19.68 19.09 18.26 17.13 16.35 
Soo 28.44 23.62 22.95 21.93 20.73 19.89 
ieseae 34.30 29.02 28.24 26.95 25.76 24.88 
_ er 42.33 36.45 35.54 34.28 32.81 31.84 











20 Payment Life 


Ist 2nd 5th 10th 15th 18th 
Age ah cae 4h ams ae Sh 
$ $ 3 $ $ $ 


oe 24.31 20.24 19.66 19.05 17.99 16.33 
, 26.48 22.14 21.52 20.71 19.42 17.40 
Seen 29.11 24.41 23.71 22.82 21.39 19.13 
ee 32.36 27.27 26.48 25.52 23.98 21.56 
Pe 36.45 30.97 30.11 28.99 27.34 24.82 
. ae 41.72 35.81 34.87 33.53 31.79 29.13 
eee 48.78 42.30 41.24 39.65 37.83 35.03 

20 Year Endowment 

lst 2nd 6th 10th 15th 18th 
Age at an UE Ls Yr. > 
er 44.40 38.53 37.49 36.58 34.44 30.16 
Devcces 44.84 38.78 37.71 36.76 34.51 30.12 
eee 45.46 39.17 38.08 37.14 34.85 30.08 
oe 46.42 39.96 38.85 37.84 35.52 30.64 
47.97 41.34 40.20 39.04 36.70 31.77 
ie vtee 50.58 43.75 42.57 41.20 38.87 33.85 
55.01 47.80 46.56 44.99 42.65 37.55 


A 20-year illustration of the dividends 
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aes on the three principal policy forms js 
NEWS ABOUT ‘LIFE POLICIES ere 
Whole Life 
Age 20 30 55 60 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in Year PE Rie Mae CO 
P Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- “eo 3°01 360 400 485 6.35 m* 
Digest” and ae See Published Annually in May and April respectively. a Sewes 3.12 3.75 4.17 8.07 6.66 8°91 
i theta Rene it tea | CH " : 4. t Y 8.6] 
2, PRICE, $3.50 and $2.00 respectively eae 3.36 4.06 4.54 5.55 7.33 9.03 
pat: 3.49 4.24 4.74 5.81 7.67 9.46 
Verecs 3.63 4.41 4.94 6.07 8.03 9.90 
SEVERAL IMPORTANT CHANGES | DECLARES SPECIAL DIVIDEND | §::::: 337 $89 B38 6:39 $40 ism 
aes Sh ge Re Bt OR Be 
‘ ’ sil |. Sapaps ‘ ; . . . 1.86 
Atlantic Life Announces a Number of | Additional Return of 20 Percent to Be | 12'°:°: 4.41 5.42 6.10 7.56 10.05 1239 
; “exe é - : . 
Liberalizations and Rate Changes Given by — Life of \ ede “re 5.88 6.84 a34 10:38 TT 
i es +) re . i : : 45 14.11 
Effective Jan. a | mens (16 seeee 5.15 6.39 7.22 8.98 11.94 14.73 
} |17 qoeee 5.37 6.66 7.52 9.36 12.46 15.3% 
Effective Jan. 1 the Atlantic Life | The National Life of Vermont has | }§----- eee Ses ies obes ines ten 
a . ‘ . +s . “5 ie? Pree) . ° e ° . yh 4 
issued a new rate book embodying a | declared a special dividend in addition | 20 de 4 6.05 7.54 8.53 10.62 14.12 1743 
number of changes. All participating | to the dividends declared last July, 
endowment rates, except endowments | making the sixth increase in dividends | 20 Payment Life 
at 65 have been reduced. Term rates | since 1914. The board of directors at | Age 20 8630 - as 55 «60 
Stephen M Babbit have been materially cut. A child’s edu- | a special meeting last week approved the Year eee vicen = 
ph ay cational endowment has been adopted. | payment during 1925 of 20 percent of | 2. 3.65 4.28 4.67 5.46 6.83 8.14 
President new monthly income to insured at | the dividends provided in the 1925 scale | 3...-. 3.82 4.47 4.88 5.74 7.18 8.55 
age of 65 is being offered, participating | adopted last July. This is not the | f----- 399 $88 Blt G9) ey 
and non-participating, continuous pre- | declaration of a new dividend schedule, | 6:°°°! 4.35 5.13 5.60 6.62 8.30 9.89 
miums and 20 payment. Interest rate | but the payment of an additional special | 7..... 4.54 5.36 5.86 6.93 8.71 10.3 
on dividends left to accumulate has been | dividend of 20 percent flat. The divi- | : sone ret} ase yet rt o-i3 he 
Hutchin Kansas increased to 5 per cent. Semi-annual | dend year terminates in July and the |10°::2! 5:18 6.13 6.72 7.96 10.01 11.% 
son, an and quarterly premiums on all policy | new schedule will then be announced. | 11..... 5.40 6.41 73 +3 +239 12.45 
forms have been reduced. The present schedule was a marked | !2----- 5.65 6.70 7.3 -73 10.97 13.02 
increase over the 1924 scale, so that the | 
OHIO STATE NEW RATE BOOK | 20 percent special dividend gives the | This 
policyholder a very notable increase over | 
HOME)}LIFE INSURANCE CO || Premiums Reduced on Many Forms and | [St Yeat's return. GENERAL A 
New York Several New Policies Announced 





iF you CAN QUAL is ton i 


BATTLE CREEK 


WHERE THE WORLD'S BREAKFAST IS MADE 








For, perhaps, you are one of the few 
men able to fill such a big job as this 


| one. Battle Creek, Michigan, is world- 


renowned for its breakfast foods, di- 
versified factories, and great prosperity. 
You must be a large personal producer, 
good organizer, be of high social stand- 


| ing, financial responsibility, and _ large 


earning capacity. 
We will give you unlimited co-opera- 


| tion in finding and closing business, 


and in a line of policies with new sell- 


| ing features and settlement provisions 


We have more than $125,000,000 of in- 
surance in force, and a greater ratio oi 
assets to liabilities than any other large 
company in the same field. 


If you can qualify, we will give youa 
contract direct with the home office, 2 
liberal first year commission, a renewal 
commission, a collection fee, an office 
allowance and a_business-development 
allowance. 

Let’s see if you are the man we want! 
Address L-3 Care The National Under- 
writer. 

NOTE: We also have an unusually 
attractive, special contract for g 
salesmen whose experience is limited 


"MORE THAN 50% 





of the business written by some of our largef 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested ie 


ple who have written the 
Bihee = information. 

| Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re 


serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 


ad 





Neen 


GENERAL AGENT 


Wanted—General Agent for Life 
Company for city of Chicago. 
Address L-51, care The National 
Underwriter. 
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LIFE INSURANCE 


EDITION 
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Dividend illustrations 
sued after April 14, 1919, on the various 
forms under the new schedule are as 
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8.24 
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9.08 
9.53 
9.99 

10.48 
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11.51 
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13.22 
13.84 
14.50 
15.18 
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Issue Issue Issue Issue Issue 
of of of of of 

Age Prem. 1923 1922 1921 1920 1919 
3 $ $ $ 3 $ 

BB ccce 76.01 9.18 9.71 10.27 10.86 11.46 





Issue Issue Issue Issue 

° ° ° 
Age Term Term 1923 1922 1921 1920 
3 $ $ $ $ By 


10-Yr. 15-Yr. 


sh. | 10.21 10.65 3.26 3.35 3. 
GPocece 85.69 10.58 11.18 11.80 12.43 13.10 | 30..... 10.82 11.44 3.30 3.41 3.51 3.61 
GBe este 101.36 12.14 12.80 13.49 14.18 14.93 | 35..... 11.91 12.86 3.41 3.52 3.63 3.76 
asad 13.71 15.35 3.62 3.75 3.88 4.00 
25-Year Endowment iintet 17.58 20.66 4.04 4.21 4.35 4.51 
————= Dividend ———--——, | 56..... 24.49 28.28 4.71 4.92 6.10 6.30 
Issue Issue Issue Issue Issue | 55..... B6.50 cas 5.70 6.98 6.24 6.49 
° °o of of of 
Age sine 1923 a - a sw Intermediate Whole Life—$500 
OO. cca $34.10 4.98 5.23 5.52 5.79 6.07 | Dividend 
| 34.46 5.02 5.28 5.56 65.83 6.12 | Issue Issue Issue Issue Issue 
Bees 34.96 5.23 5.50 5.79 6.07 6.37 ce. He ww [US CS 
veces 35.71 5.45 5.72 6.01 6.31 6.63 | Age Prem. 1923 1922 1921 1920 1919 
ere 36.90 5.63 5.91 6.20 6.52 6.85 | ; $ } ' $ 
icadee 38.86 5.81 6.10 6.40 6.73 7.06)45 8.64 143 1.61 157 1.64 171 
ic hes 42.13 6.05 6.37 6.69 7.03 7.37 | 55 983 155 163 169 ? 
cas. 47.58 6.46 6.80 7.14 7.51 7.88 | 50-++-- f . . 1.77 1.85 
ete 5632 721 759 7.98 8.39 8.81 | 25----. 11.21 1.76 1.84 1.95 2.04 2.12 
iaaws 69.89 8.52 8.98 9.43 9.91 10.39 | 30..... 12.82 2.02 2.11 2.23 2.33 2.43 
eee ivss 25s 289 Bao aoe 313 
20-Payment 30 Year Endowment dle 20.98 2.88 3.04 3.20 3.37 3.55 
o———_ Dividend ——_—__, | 50..... 25.47 3.34 38.53 3.72 3.93 4.14 
Issue Issue Issue Issue Issue | §5..... 31.38 4.07 4.29 4.52 4.76 4.99 
of of of o ° pede 39.26 56.18 6.44 5.72 5.99 6.27 
Age Prom. 1988 1938 1951 1990 a | =e 49.86 6.23 6.53 6.80 7.07 8.23 
BB eccce 34.50 4.74 5.00 65.25 5.54 5.81 Intermediate 20-Payment Life—$500 
ad can 34.92 4.86 5.12 5.37 5.64 5.93 Dividend 
| Se 35.51 5.04 5.30 5.56 5.84 6.14 Se eee ee 
° 4 Issue Issue Issue Issue Issue 
a 36.41 5.26 5.52 5.81 6.11 6.41 t : 7 7 
ee 37.83 5.47 5.77 6.04 6.34 6.67 | ° o of o ° 
iéves 40.14 5.73 6.04 6.34 6.67 6.99 | Age Prem. 1923 1922 1921 1920 1919 
45 . 43.86 6.07 6.39 6.72 7.07 7.42} $ $ t 
ie 49.76 6.63 6.98 7.33 7.71 8.12 | 15..... 12.74 1.89 1.98 2.08 2.19 2.14 
51.28 6.78 7.13 7.48 7.87 8.30 | 20..... 13.99 2.02 2.12 2.23 2.36 32.39 
ioc: Heat der EOE ES EM 
one 01 2. ‘ y . ' 
Endowment at Age 65 cae, 19.05 2.85 3.03 3.19 3.35 3.18 
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NEWS FROM THE PRUDENTIAL 


Some of the Activities of the Industrial 
Insurance Men Out on the 
Firing Line 


Superintendent Fred L. Shaver of the 
Prudential at Waterloo, Iowa, has been 
transferred to the new district estab- 
lished in Minneapolis known as Minne- 
apolis No. 2. 

A new district has been formed, Mil- 
waukee No. 3, and John J. Kraniak; for- 
merly special assistant superintendent in 
Milwaukee No. 2, has been placed in 
charge as superintendent. 

Agent E. E. Baughman of Erie, Pa., 
has been advanced to assistancy duties 
in that district. 

Harry R. Hyde is promoted to the 
superintendency of the Jamaica, L. I. 
district. Mr. Hyde has been a special 
assistant superintendent at the Brooklyn 
No. 12 district. Mr, Hyde takes the place 
of Superintendent Ralph R. Kestler, who 


will take charge of a new district at | 


Woodhaven, L. I. 


The West Hoboken, N. J., district re- | 


cently held a dinner and theater party 


tendered by S. Saperstein, superintendent | 


of the district, to his entire assistancy 
staff and to. those agents who*+were cred- 
ited with meritorious records. 

Agent W. St. John of the Buffalo No. 2 
district rounded out the year with an 


excellent industrial record. His name | 


appears in the weekly record as No. 15 
among the 300 leading agents and he is 
also credited with a very good record 
in the ordinary department. 

Agents Maurice C. Powell, Vincent E. 
Taggart of Parsons, Kan., Samuel McR. 
Callaway of Kansas City No, 3, and L. B. 
Miller of Lincoln, Neb., have been recog- 
nized by their promotion to the position 
of assistant superintendent in their re- 
spective districts. 

The Charleston, W. Va., district had 
one of the greatest periods of ordinary 
production in its history during the last 
five weeks, when the staff nearly doubled 








the amount of yearly ordinary net in- 
crease the men were credited with at 
the beginning of the effort. The district 
was materially aided in this achievement 
by men of the caliber of Agent James C, 
Painter, who is leading the division in 
ordinary net issue, 

This truism has been demonstrated 
again in the case of Agent J. BE. Forden, 
recently appointed to the additional as- 
sistancy which was created in the Louls- 
ville district. Mr. Forden was formerly 
connected with Vincennes, Ind., having 
been in charge of the Sullivan assistancy 
for several years, and was transferred 
to Louisville on Oct. 29, 1923. 

W. W. Ruble of Fort Wayne, was se- 


| lected for promotion to the vacant as- 


sistancy at Wabash, Ind. 

Another Louisville agent whose work 
has brought him into the limelight is 
A. C. Mills, who for several years has 
consistently contributed in large meas- 
ure towards the progress of the district 
along lines of industrial and ordinary 
production and increase. In recognition 
of his satisfactory work he has been 
selected for promotion to the vacant Con- 
norsville, Ind., assistancy (Richmond 
district). 

Walter N. Howard, previously special 
assistant in the Denver, Colo., district, Is 
promoted to the superintendency of the 
new Denver No. 2 district, which came 
into existence on that date. 

The splendid progress in industrial 


| made by Agent Albert EB. Young of the 


Galesburg, Ill, district places him in 
the lead of the entire difision, with a 


| record of untiring effort that has kept 


his account in commendable shape. 

Agent Bdward H. C. Kemper of St. 
Paul has won his assistancy spurs. The 
assistancy staff of Minneapolis No. 2 
district has a new member, Ernest L. 
Karnes, who was formerly an agent in 
this territory. Agent Patrick H. Fahey 
has been advanced to an assistant super- 
intendent In the Minneapolis No. 2 dis- 
trict. 

Agents Ervin S. Maurer and Frank A. 
Klosterman, who made splendid prog- 
ress during 1924, have been promoted 
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to assistants in Milwaukee No. 3 and|from agent, to agent unattached at jing of the organization Dec. 31. Other 

No. 2, respectively. Malden; Elmer E. McKinley, from assist- | officers elected were Dan Hillman, first INTEREST IN HEARI 
Superintendent Joseph S. Baum of|ant superintendent at Staten Island to | vice-president; Ben W. Crum, second- 


Battle Creek, who completed 20 years 
in the company’s service on Dec. 24, has 
arranged to hold a staff meeting and 
dinner to celebrate the occasion. 

Superintendent N. W. Regan of 
Rochester No. 2 is to be congratulated 
upon his splendid showing in Industrial. 
His name appears very conspiculously 
in the “Weekly Record” among the 100 
company leaders. He is listed No. 6 in 
actual increase and No. 9 in actual in- 
crease proportionate. 

Superintendent J. A. Flummerfelt of 
Watertown follows Superintendent 
Regan very closely. He is listed No. 12 
in actual increase proportionate and 
Superintendent W. H. Joyce of Buffalo 
No. 1 is also,.second to Superintendent 
Regan in total amount of actual increase 
produced. 


CHANGES IN JOHN HANCOCK 


Company Announces a Number of 


Promotions to Assistant Superin- 
tendents—Some Transfers Made 


The following have been promoted by 
the John Hancock from the rank of 
agents to assistant superintendents in 
the districts of their service: 

John J. Wallace, Lowell, Mass.; Thomas 
F. Donohoe, Utica, N. Y.; Jean B. Le- 
tourneau, Whitinsville; Danied J, Cun- 
ningham, Staten Island; John H. O’Con- 
nor, Long Island City; Raymond J. 
Casey, Waterbury, Conn.; Caesar Guarino, 
Malden, Conn.; Charles L. Folsom, Cin- 
ecinnati I; Konstanty Zaborski, Long 
Island City; Ernest Defelice, Meridan, 
Conn.; Edwin C. Thomason, Davenport, 
Ta.; James W. Reynolds, Springfield; 
Harry Lamm, New York II; John Munro, 





Waltham; Fred Allerhand, Jamaica, N. 
Y.; Sylvester, H. Springer, Detroit II; 
James J. Parsons, Manchester, N. H.; 


Martin E. Deshler, Allentown, Pa, 

Promoted and Transferred — William 
Wenck, from agent at Newark, N. J., to 
an assistancy at Elizabeth, N. J.; John 
Murphy, from agent at Holyoke, Mass.; 
to an assistant superintendent at 
Schnectady, N. Y.; John M. Hansen, from 
agent at Bridgeport, to an assistancy at 
New London, Conn. (Norwich detached). 

Assistants Transferred —Granville L. 
Anderson, from Malden to Concord, N. 
H. (Burlington detached); Francis E. 
Hanhauser, from Allenton, Pa., to Allen- 
town (Easton detached). 

Other Changes — Forrest H. Emery, 


claim adjuster at New York III, 
NAME NEW SUPERINTENDENTS 
Prudential Announces a Number of 


Transfers and Promotions in Dis- 
tricts in Important Fields 





The Prudential announces a new su- 
perintendency in Columbus, 0O., to be 
known as Columbus No. 2 in charge of 
Arthur T. Case. He started with the 
Prudential as agent in Columbus in 
March, 1915, and two years later was 
made assistant in Chillicothe, O. He now 
returns to Columbus as superintendent. 

The Prudential has created a new dis- 
trict, Cincinnati No. 3 in charge of 
George A. Fisher as superintendent. His 
service with the company has been 
spent in Cleveland, having started as an 
agent in Cleveland No. 1 in Sept., 1919, 
and became assistant in the same dis- 
trict. Later he was transferred in a 
similar capacity to Cleveland No. 4. 

A new superintendent appears at 
| Waterloo, Ia., as Fred L. Shaver, super- 
intendent there goes to Minneapolis 
No. 2, a newly created district. Fred W. 
Newhouse becomes head of the Waterloo 
district. Mr. Newhouse entered the 
service of the company as agent in St. 
Paul in April, 1914. Later he was made 
assistant at Eau Claire, Wis., and in 1919 
was transferred to St. Paul in a similar 
capacity. 


New District in Camden 


Camden, N. J., No. 2, has also been 
opened in charge of Charles H. Gandar. 
He entered the service of the company in 
Camden in 1909 and was made assistant 
superintendent in the same district. 

There is a new superintendent in 
charge of Chicago No. 2, he being 
Patrick Griffin. He succeeds Superin- 
tendent Chas. H. O’Brien who was trans- 
ferred to Chicago No. 11. Mr. Griffin 
entered the service of the Prudential as 
agent in Chicago No. 8 in 1912, in Dec., 


1914, he was transferred to No, 2 and 
then was made assistant four years 
later. 


Wilkes-Barre, Pa., No. 2, has been 
opened with George Egan in charge as 
superintendent. He took up work for 
the Prudential as agent in Pittston, Pa., 
in 1905, and became assistant in 1909. 
He was then sent to Scranton. Later 
he was transferred to Pittston. 














NEWS OF LOCAL ASSOCIATIONS 














LINCOLN ASSOCIATION ELECTS 


F. C. Williams Named to Head Organi- 


zation at Annual Meeting 
Last Week 


LINCOLN, NEB., Jan. 7.—At the 
January meeting of the Lincoln Life Un- 
derwriters the following officers were 
elected for the year: President, Fred C. 
Williams, New England Mutual: vice 
president, Ralph L. Tyson, Northwest- 
ern Mutual; secretary, E. A. Frerichs, 
Security Mutual, Lincoln; executive 
committee, A. R. Edmiston, Union Cen- 
tral; Oak E. Davis, Security Mutual, 
Lincoln, and Chester B. Dobbs, Mutual 
Benefit. 

The association voted to enter into full 
cooperation with the Insurance Federa- 
tion of Nebraska. This has been operat- 
ing as a state organization, while in fact 
it has been supported only in Omaha. 
As the other cities have been receiving 
substantial benefits from its work in de- 
feating destructive legislation, it was 
stated as the sense of the association 
that all of the insurance men in those ci- 
ties where the chambers of commerce 
with which the federation is associated 
should make substantial contributions to 
its funds. 

Dr. Ray E. Hunt, pastor of the First 
Christian church, spoke to the associa- 
tion for half an hour on “The Juniper 
Bush Habit.” He took his text from the 
old Testament story of Elijah, in a fit of 
gloom taking refuge under a juniper 
bush in the desert and beseeching the 


pow to end his life because he had 
| failed. Mr. Hunt said that the worth 
| of a man was not determined by his 
| chemical or economic value, but the at- 
| titude towards and the interpretation he 
| put upon his failures and upon all other 
| untoward happenings in his life. 

| The speaker decried the popular no- 
tion that what a man feels or sees in his 
moments of exultation are to be discon- 
counted while what he sees or feels 
when in the depths prove he has got 
down to brass tacks. His one advice to 
the man with the blues was to go to 
work. As long as he stands with his 
face to the wall the wall is all he will 
see. The man with the juniper bush 
habit has lost his value to society, and if 
an insurance man cannot find enthusiasm 
in his work he had better get out of it. 

* * * 

New York—The New York association 
will hold its monthly meeting Jan. 13. 
Oliver Thurman, superintendent of 
agents of the Mutual Benefit, will speak 
on “Selling Methods.” Mr. Thurman 
has made a detailed analysis of the 


methods used by the leading producer 
of his company, and has drawn some 
conclusions of _ interest and value. 


Lester G. MacDouall, assistant trust offi- 
cer of the Fidelity Union Trust Com- 
pany of Newark, one of the leading 
authorities on the subject of the de- 
velopment of life insurance trusts, will 
speak on “Life Insurance and its Rela- 
tion to Estates and Trusts,” a subject 
of importance to every life underwriter. 
Fifty-eight names have been proposed 
for membership. 
S @ @ 


Nashville, Tenn.—R. W. Creighton was 
elected president at the monthly meet- 








vice-president; Hooper Matthews, secre- 
tary and treasurer. 

It was decided to hold the January 
meeting in the form of a banquet, hav- 
ing as guests of honor the bankers and 
credit men of the city. There was dis- 
cussion of the charges preferred by the 
association against three Nashville 
agents who, it is alleged, have violated 
the law against rebating. Retiring 
President John T. Berry presided. 

ws ae 

Connecticut — The Connecticut asso- 
ciation elected the following officers: 
President, Edward S. Doton, New Lon- 
don; vice-president, Fred S. Keech, 
New Haven; secretary-treasurer, James 
E. Benny. Directors, Fred A. Griswold, 
2nd., Bridgeport; George W. Greene, 
Waterbury; H. L. Machol, New Haven; 
T. T. Phillips, Bridgeport; John H. Ehn, 
Hartford, and W. J. Tuller, Hartford. 

* * * 
I—Edwin has 


Decatur, H. Fraser 


been elected president of the Decatur | 


association and Fred Thompson, vice- 
president. Other officers are: Nellis 
Parkinson, secretary; Eldon Geiger, 


treasurer; Lee Walston and E. M. Spence, 
directors. Dr. J. C. Fisher was the 
speaker at the meeting in the Decatur 
Club, discussing “Cooperation.” 


*x* * * 

Fort Dodge, Ia.—The Fort Dodge asso- 
ciation, at its monthly meeting, elected 
officers for the ensuing year as follows: 
Ewald Trost, president; W. E. Cadwell, 
vice-president; Gus Cox, secretary; Ever- 
ett Smith, treasurer. Annual reports in- 
dicated a gratifying increase in mem- 
bership and attainment of association 
ideals, 

*x* * * 

Lansing, Mich.—The Lansing associa- 
tion has obtained John L. Shuff, former 
president of the National Association, 
for an address here some time in Janu- 
ary. The date is soon to be fixed and 


rather elaborate plans for the meeting | 


are to be made. The program commit- 
tee has given up plans of bringing Dr. 
S. S. Huebner to Lansing this winter 
for an address. 

*x* * * 

Milwaukee, Wis.—The Milwaukee as- 
sociation will hold its first regular meet- 
ing of the new year on Friday, Jan. 16. 
The meetings are usually held on the 
second Friday of each month but in this 
instance the meeting was postponed so 
as to remove it from the holiday period. 

*x* * * 

Cleveland, 0.—The Cleveland associa- 
tion has taken over larger offices in the 
Society for Savings building, in order 
to improve its service to members. A 
good committee room is now provided, 
in addition to library and reference 
rooms. Starting with one small room 
five years ago, when the organization 
employed a full-time paid secretary, the 
association has grown to reauire a suite 
of well-equipped offices, used in connec- 
tion with a definite program of '*inten- 
sive service. 

x * * 

St. Louis, Mo.—Archer Wall Douglas 
of the Winchester-Simmons Company 
was to be the principal speaker at the 
St. Louis association's first meeting of 
the New Year on Thursday. The annual 
election of officers was also to be held 
at this meeting. 

*x* * * 

Omaha, Neb.—The December meeting 
of the Omaha association was the best 
attended for some time. Thirty-seven 
new members were elected and 48 new 





applications received for election at the | 


next meeting. The change in the by- 
laws providing annual dues of $15 for 
managers and general agents. and $10 
for special agents, payable semi- 
annually, was adopted. The dues include 
the luncheons of those attending regu- 
lar meetings. 

The executive committee was author- 
ized to arrange for all details of a sales 
congress to be held in January if deemed 
best. 

x * * 

Richmond, Va.—In accordance with a 
newly inaugurated policy of the Rich- 
mond association the program for the 
January luncheon-meeting will be in 
charge of the general agency of the 
Equitable of New York. E. M. Crutch- 
field, general agent. and members of his 
staff, will make talks along constructive 
insurance lines. The meeting will be 
held Jan. 12. Under the new plan, each 
meeting hereafter will be in charge of 
the general agency of some company 
which will be designated by the presi- 
dent of the association, the idea being 


COMPANIES ARE REPRESENT? 


Seek to Have Substitution Clause } 
moved from Appli- 
cation 


NEW YORK, Jan. 6.—A hearing y 
held before Superintendent Beha at 4 
bany last week relative to the remoy 
from application blanks of the varie 
companies the clause which allows th 
to substitute other forms of insurang 
both in kind and amount, than that de 
ignated in the application. Many con 
plaints have been made to the depar 
ment in recent months concerning th 
practice of long standing. About 70; 
portant companies were represented. | 
was pointed out that this practice 
been continued for the benefit of th 
agents in cases where the company fing 
it impossible to issue the kind anf 
amount desired. It was suggested the 
in such cases a statement that other i 
surance had been substituted, togethe 
with the reasons therefore be entered 
the filing leaf of the policy, in order t 
inform the applicant and reduce the dap. 
ger of losing thé sale. Commisione 
Beha has the matter under advisement 








that more “pep” can be injected into th 
meetings through this plan. 
*x* * * 
Philadelphia, Pa.—The Philadelphia a 
sociation’s representative on the city’ 





| executive committee in charge of Thrif 
| Week (the third week in January) wil 

be E. J. Berlet, Guardian Life manage 
|}and chairman of the association's pub 
licity committee. He will be associate 
with Philadelphia's leading financia 
business and professional men compris 
ing the city’s committee. Plans ar 
being made to give Life Insurance Da 
its proper emphasis. 

* * * 

Dallas, Tex.—aAll arrangements har 
been completed for the annual sale 
congress of the North Texas association 
Jan. 8-9. The congress this year wil 
be held under the joint auspices of th 
North Texas Association of Life Under 
writers and the Life Insurance Mane 
gers Club. It is expected at least 5 
life insurance men from within a radius 
of 15 miles of Dallas will be in attend 
ance. The program and the arrange 
ments for the congress were made Wy 
Don Sterling, president of the Nort 
Texas association, and F. L. Euless, sec 
retary of the Life Insurance Manager 
Club. The two days’ meeting will & 
devoted to a discussion of selling lift 
insurance. These discussions will 
led by W. E. Bilheimer. 

x * * 

Louisiana—The Pan-American Life anf 
the Louisiana association ushered in the 
Christmas season at a luncheon in Ne¥ 
Orleans. The insurance companies 
New Orleans in turn entertain the under 
writers’ society every month. The fet 
ture of the entertainment was the mus 
cal program by an orchestra of Pat 
American men employes. The Glee Club 
of women employes also helped in the 
entertainment. 





x * * 

Kansas City, Mo.—The Karsas t 
association considers itself fortunate ™ 
being able to have Dr. S. S. Huebner of 
the Wharton School of Finance Ut 
versity of Pennsylvania, as the speaker 
for its meeting Jan 27. Several of th 


City 





general agents are planning to have < 
side agents in to hear the distinguishe 


| speaker. 
x * * ; 
Minneapolis, Minn.—The Twin City 
Life Underwriters Association, recently 
organized by a group of general an 
special agents, expects to meet within 
the next week or 10 days to perfect its 
organization. Absence from the city 
during the holiday of several of the 
prime movers has_ prevented further 
steps in the organization work 
The new association is said to -> 





offshoot of the Minneapolis Assoc! 
of Life Underwriters as the result 
dissatisfaction with the part time policy 
of the latter. The Minneapolis assoc 
tion, which rejected a proposal at It 
last meeting to modify its rule aga!” 

part time men, will hold an adjourn 
meeting Jan. 21, when it is expected t 

question will again be debated. 
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N interesting presentation, assur- 
ing a first interview close in many 
stubborn cases, is given by O. C. 
ntlekofer of the New York Life in 
who has proven his ability as a 




















togeth owa, i 

ntered qqmpusiness-getter by ranking among the 
order t aders in the entire agency organiza- 
» the danfmmgion of the New York Life. Mr. In- 





lekofer believes the case must be pre- 
ented as a picture that will very clearly 
emonstrate the need for immediate ac- 
ion, His suggested line of approach 
as given in his own words at a recent 
bgency meeting as follows: 
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veryone Has Own 
System for Success 


“We all have our own peculiar way 
¥~ writing life insurance. One man uses 
this plan, and another man that plan. 
| have my own method and shall try 
to demonstrate the method to you, by 
which I have been able to write con- 
secutively, week after week, 
failing, for a stretch of ten years, 
one to twelve applications per week. 
“First, 
of my business is done on a strictly 
cold canvass. I wrote last year in this 
way 150 applications averaging $4,000 
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without | 
trom | 


I want to say that nine-tenths | | 


Ss of th : rs . > . 
* Unde apiece. With this introduction, let me | 
Mend tell you what usualle happens, citing, | 





east 5M in this case, a particular instance. 










" . 
a Has Success Even 
rrange On Cold Canvass 
nade by 
» North “On a cold canvass I went one day 
188, sec: into the store of one of our very good 
anagers business men. I hardly knew anything 
will be about him except perhaps the fact that 
ing life he was married. But I entered his store 
will be with a smile, and I said, ‘Mr. Jones, I 
have come in this morning to talk to 
— you about an annuity proposition that 
1 im the the New York Life is putting out. 
in New “He put up his hand and stopped me. 
nies of ‘‘Now, listen. You can come in 
under- “en and talk anything but life insur- | 
he fea- ance, and I'll tell vou why. I am ap- 
e musi- proached every day by life insurance 
a an = and I have come to the point | 
in the — I won’t allow them to talk to me. 
ave your time and I will save mine. 
For anything else or on any other sub- 
s City ject, 1 will give you the time. 
ate in Had Man Sold 
ner of On First Admission 
Uni- 
peaker “I knew then that my case was won, 
of the if I could get that man to give me five 
ohn! “utes, so I said— give me five min- 
uis utes of your valuable time, and I'll tell 
you something you don’t know. I am 
city just as much an expert in my line as 
cently you are in yours, and I just ask you 
1 and to give me five minutes, and if I don’t 
within Prove to vou at the end of that time 
oct its that you haven't enough life insurance 
city and thet [’m going to write you a con- 
if the tract, 1 will take you to the clothing 
arther Store and buy you the best suit of 
= clothes you ever had.’ 
jation Pa said he, “you are full of en- 
it of “yam I believe I'll take you up.’ 
yolicy oll ou see. he expected to get that 
socia- ut of clothes, but I knew he wasn’t 
tits going to get it. 
rainst “We sat down, and he told me he 
a + al : vears of age, his wife 35, and 
a $3,080 + one child; his income 
life a year and he carried $10,000 





insu Trance, 





and he defied any agent 









Presents Life Insurance Picture to 


Appeal to Prospect Who Believes 
He Has No Need for Adequate Cover 


to prove to him that he needed any 
more. I like to paint pictures mentally 
as well as on paper, and here is the 
picture I drew for him: 


Cites Burden of 
Immediate Expenses 


“First I explained that all men have 


what may be called ‘immediate ex- 
penses’ and also what may be called 
‘continuous expenses’, and by dint of 





I 





do you think of that 


| picture ?’ 


“*Well’, he said, ‘is this the position 


I have been in all these days? Is this 
the way I would be leaving my family 
today ?” 
Was Not Doing His 

Sacred Duty to Family 

“Then I told him that if he did not 


raise that insurance to fifteen or twenty 
thousand dollars more, he would at 
least leave to his wiie and child a clear 
$100 a month income, he was not doing 


so 


his sacred duty to his family. 

“He said, ‘W hat’s the rate on that 
$20,000 proposition? 

“IT had him. Don’t you see he 


couldn’t get away? 


THE PICTURE AS FINALLY PRESENTED 


HUSBAND—Age 38 


Immediate Expenses 











Mortgage on Home... $3,000 
OS | ee 150 
Current bills.......... 500 
Funeral expenses...... 1,000 
WE citnédietenendes $4,650 

| Widow Will Have— 
Cash, insurance policy. .$10,000 
Money in bank........ 500 
Sale of investments.... 500 
a $11,000 
! Salary is $3,000 a year. Why 
should a man cut his income 
| from $250 per month for him- 
self to about $35 for his wife 


and family? 








questioning I drew from him the details 
of his expenses, all of which I set down 
upon the paper—in one column the ‘im- 
mediate expenses’; in the opposite 
column the ‘continuous expenses’; un- 
derneath, the amount of cash his widow 
would have from her insurance policy, 
from cash in hand, and from a forced 
sale of any investments. 

‘Now,’ I said, ‘in the event of your 
death you see that your widow will 
have $11,000 in cash. She will of course 


need to meet her immediate expenses in | 


order to clear up all the expenses of 
your illness and death, and to pay your 
outstanding bills. This we estimated at 
$4,650, leaving her a balance of $6,350, 
with which to meet the continuous liv- 
ing expenses which must go on after 
your death. $6,350 at 6 per cent interest 
is $381 a year. In other words, you 
cut down your present income of $3,000 
a year, or $250 a month, to $381 a 
year, or $32 a month!’ 


Agent Told the Prospect 
He Was a $60,000 Man 


“Then I showed him that he was a 
£60,000 man—$60.000 at 5 ner cent yields 
$3,000 a year, the annual amount he 
earned. 

‘After I got through I shoved the 
paper in front of him, and walked away. 
I knew I had him coming all the time. 
In about two minutes I returned, and 


| his answer. | 
| interview, 


1 CHILD 





WIFE—Age 35 
Continuous Expenses— 
i cli a Sie wictne aie $200 
ere 400 
a Ee 75 | 
Ce .. devbhd dantees 25 
OO ee ee 25 
GPOCETIRS «oes dose ccccce 500 
Light and gas......... 50 
ae es oe ee ee $1,275 


Widow Will Have and Need— 


To meet expenses.... _ $11,000 
Immediate expenses of. 4,650 
a ee $6,350 
a ne 6% 

or r about $32 monthly. $381 


A man earning $3,000 is wet to 
his family $60,000. It takes that 
sum at 5% to earn what he does, 
namely, $3,000 a year. 


“The idea, gentlemen, is to get under 
a man’s skin, to show him that you 
know your business, that you are en- 
thused with it, that you are representing 
the greatest insurance company in the 
world, that you have come to do him 
a favor. Put a little punch behind what 
vou are telling him. Let him see that 
you are bubbling over with enthusiasm, 
ambition, and knowledge of your busi- 
and you won't fail to put it over. 


Puts Everything Into 
His First Interview 


ness, 


“That’s the reason why today I close 
75 per cent of my business on my first 
interview, because I put everything into 
my first interview. If you have to come 
back the second time, you lose your 
efficiency. 

“The answer of the prospect is either 
‘Yes’ or ‘No’ at once, as a rule. If he 
says ‘No,’ you will have a hard time 
to come back and repeat what you said 
on the first interview. I don’t wait for 
put it over on the first 


nine times in ten.” 


J. EB. Weodward, 
mond, Va., Association 
writers, and one of the 
the Travelers in that city, has gone to 
Florida for his health. He expects to 
be away a month or more. 


president of the Rich- 
of Life Under- 
big producers for 














| Some Suggestions for 


Writing Big Policies 
From Man Who Does It 


EORGE J. S. BARAN, of the Na- 
tional Life, U. S. A. suggests some 

of the appeals he has found most suc- 
cessful in writing big cases, meaning not 
necessarily the $1,000,000 cases, but the 
average big cases within the reach of the 
average agent. He emphasizes the fact 
that the agent must think big thoughts 
and big amounts of insurance, and that 
he must associate with men who have 
the money. Above all he must work in- 
cessantly, keep in practice. Some of 
Mr. Baran’s suggestions are as follows: 
When you start, get up a list of, say, 
ten good prospects who can at least pay 
for $10,000 to $100,000 each. Find out 
as nearly as you can if they can pass a 
first-class medical examination. Get all 
the information you can about them 
from a human nature standpoint. If 
possible, do some service, or favor, for 
your prospect that will make him like 


you. Find out the ruling passion or 
ambition of each prospect; then work 
out a plan of insurance, cash, that will 


help or further that particular passion 
or ambition. When you consider that 
you are selling money you can apply 
it in as many ways as you can use 
money. Make the appeal that will give 
the most powerful suggestions to them 
—big money—or insurance. 


Some Strong Appeals 


“I will try to give you an outline of 
a few leading appeals that I found, from 


experience, very successful. 

“(1) I have found the savings bank 
appeal very successful in writing big 
| cases—by comparing the policy very 


closely to a savings bank account. There 
is no limit to the amount of money —_ 
ple would like to save; therefore, it is 
strong appeal for large amounts of in- 
surance, or deposits. 

“(2) The life income appeal is an- 
other powerful suggestion to buy big 
policies. When the prospect knows the 
amount of principal it takes to gives his 


family, or himself, a living monthly in- 
come, at 5 percent interest, he is bound 
to buy more insurance. Often I have 


written large cases so easily by making 
this life income appeal that I felt after- 
ward I could have written him for 
double the amount “just as easy.’ 

“(3) The business insurance appeal 
has also proved to be successful in writ- 
For protecting a line 


ing large cases: 
of credit at the bank; as collateral se- 
curity for building up sinking funds; 
cash reserves or surplus funds; for re- 
placements of all kinds that have a 
money value, brains or material. 
Inheritance Tax Interest 
“(4) The estate and inheritance tax 


appeal is a positive appeal to buy large 
amounts of insurance: To keep intact 
estates; the surest and cheapest way to 
assure payment of an inevitable and 
positive obligation. 

“(5) The personal service to health 
and accident insurance appeal is a 
powerful suggestion to buy large poli- 
cies: For the protection of the insured’s 
or dependent’s most valuable asset— 
his salary or earning ability.” 
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large business in that territory. 
interested, have the ability to qualify and can 
furnish satisfactory references, address L-49, 
c/o National Underwriter Company, Chicago. 


GENERAL AGENT WANTED 


One of the well established old line life insur- 
ance companies, with more than One Hun- 
dred Millions in force, has a General Agency 
opening at Duluth, Minnesota. It has a sub- 
stantial number of policyholders and some 
particularly fine connections for securing a 


If you are 
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NORTHWESTERN UNION RALLY | LIFE & CASUALTY NEW How 





AGENTS ENTERTAINED 








Banquet Featured by Attendance of 
Women Stockholders and Wives 
of Officers 


The sixth of a series of banquets given 
by the Northwestern Union Life of Ot- 
tawa, Ill, was held Monday night. It 
was an innovation in this that those par- 
ticipating included the women stock- 
holders and the wives of the officers and 
sales force. Something over 60 persons 
attended. Those called upon for ad- 
dresses were Otto Tendall, Dr. M. H. 
Sawyer, Ward Conde, Lester J. Horan 
secretary, and Rev. C. W. McClelland. 
The toastmaster, H. A. Rhoads, effi- 
ciency manager, provoked levity by his 
humor. Rev. McClelland gave a very 
stirring talk on the ethics of life insur- 
ance” and proved that the institution of 
life insurance had its inception in the 
Bible in a number of places. The offi- 
cers of the Northwestern Union Life In- 
surance Company expressed their grati- 
tude for the cooperation they had re- 
ceived from the stockholders, and re- 
ported the progress of the company to 
be both substantial and satisfactory. 











Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 


for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fila., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY |) 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 









| BUILDING HOME OFFIC 








Nashville Company Is Erecting Ne 
$250,000 Home Office—Company 
Shows Good Progress 


NASHVILLE, TENN., Jan. 6 
Work of razing the Steger buildj 
159-61 Fourth Avenue, North, to n 
room for the erection of a five-sto 
$250,000 home office building for 
Life & Casualty Insurance Company y 
be started this morning by Foster 
Creighton Company, general contractor 

Minor parts of the wrecking wey 
started earlier in the week and a fenq 
to keep pedestrians from the sidewall 
was erected Wednesday. 

The erection of the new building, a 
cording to A. M. Burton, president » 
the concern, was made necessary by thy 
fact that the Life & Casualty Insurang 
Company is growing so that its preseni 
offices on Church street were found is 
adequate to accommodate the 200 pe 
sons that the company employs i: 
Nashville. 




















Burton’s Comment 


“We are pleased with our 1924 bus. 
ness,” continued Mr. Burton,” whid 
will show a gain of $500,000 in gros 
income notwithstanding that busines 
conditions generally have not bee 
favorable.” 

Mr. Burton said the gain in assets d 
the company amounts to almost $1,000, 
000, “which is equal to the gain i 
assets for the first 17 years of our e& 
istence.” : 

Although the company has exper 
enced remarkable growth in the past 
Mr. Burton feels that it is only on th 
verge of the period of much mor 
“remarkable growth and development 
and the opportunity to make itself fet 
to a much greater extent in the bus- 
ness world.” 

He said that on one policy alone, the 
Travel and Pedestrian. Policv, the Life 
& Casualty Company has written nearly 
$1,000,000 worth of insurance, although 
it has been issued only a few months, 
and that he expects even greater returns 
from it in the future. 

The 1.500 employes of the company 
are stationed over 13 states, and mort 
than 700,000 persons are now carrying 
insurance with it. 



















MILLION DOLLAR AGENCIES 





Fifteen Union Central Agencies Broke 
Production Records During 
Past Year 





The Union Central closed the vear of 
1924 with the snlendid volume of $159. 
250.358 in paid for production. The 
following agencies, writing a million of 
more, equalled or exceeded their 19% 
production. 

Cc. B. Knight, New Vork City. .$39.112.767 
C. R. Knieht. Ontside N. Y.... 546148 


Cc. B. Knirht. Total........ 37.574. 947 
W. T. McPheeters, Cleveland 5.229% 








| 


| 

















Tee & Lee. Dallas. Tex....... 2,727,898 
Will & Reeve, Detroit, Mich... 2.595.520 
M. G. Hodnette Denver. Colo.. 2.272% 
Ril T. Baker. Davton, 0....... 2.265 mm 
C. G. Price. Little Rock. Ark. 2.188 “~ 
WwW, H. Cramer, Tos Angeles... 2.320.4 
Ff. M, Wheaton. Baltimore. “4 7 ens.nne 
HH. R. Tiewis. Rochester WN. Y. 1795 _ 
M. FE. Schrvver, Polo. TiH.... 1,522.97 
| Chas. J. Stern. Cincinnati, O 1,212.88 
Hunter & Hunter. Raleieh. N.C. 1.1298 

1.106.895 


R. P. Farrison. Richmond, Va ? 
A. D. Bonnifield, Kansas City 1,032.91 

The officials of the Union Central 
are looking forward to 1925 as the year 
which will far surpass all previous rec 
ords. This optimistic view is the resvt 
of the showing of the agency force for 
December last when it produced 4 mil- 
lion dollars of business a day for eveY 
working day of the month, a showing 
that not only pleased the agency leaders 
but surprised them into a new. estimate 
of the potential ability of their orga® 
ization. 
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